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Just Taking Advantage 
—That’s All 


Hardware Dealers, the country over, are taking advantage of 
certain circumstances and as a result are increasing business— 


and profits. 
HERE’S HOW! 


National Advertising Campaigns, by NATIONAL, are interest- 
ing contractors and private owners in garage hardware. In other 
words, building a demand that hardware dealers, handling the 
National Line, will have to fulfill. 
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Dealers are now grasping the opportunity to increase their sales 
to community garage owners and contractors—relying on our 
extensive campaigns for a steady demand. 


An excellent starter for hardware dealers is our No. 801 Garage 
Door Set. Used on either brick or wood. Consists of: 


3 pairs 8 in. Reversible “‘T’” Hinges 
1—No. 820 Chain Bolt 

1—No. 830 Foot Bolt 

1—No. 5 Door Pull 

1—No. 27 Latch 


Packed vanlines in a neat box with full eniien for attaching. 
Our catalog describes the many other sets we make. 


Mailed on request. 





National Mfg. Company 


Sterling, Illinois 
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United States have been over- 

looking a bet. They have 
been more or less passive in a na- 
tion-wide movement that _ spells 
profit with a capital P. They have 
been standing on the side lines of a 
wonderfully progressive campaign, 
when they should have been heart 
and soul in the game. It’s unusual, 
and we wonder why. 

A few weeks ago we were in the 
store of a live-wire merchant in a 
live-wire state. This man sells 
hardware like a veteran. Also he 
regards paint and varnish as a real 
part of his business—not a side 
line. Somehow the conversation 
drifted on to paint possibilities. “Are 
you tieing up with the ‘Save the 
Surafce’ campaign?” I asked him. 
He gave me a blank look. “Why, 
what do you mean?” he _ stam- 
mered. “You know what the ‘Save 
the Surface’ Campaign is, don’t 
you?” I queried. ‘Well, yes,” he an- 
swered. “It’s an advertising propo- 
sition of the paint and varnish man- 
ufacturers. I’ve seen their ads 
with a paint brush painting a broad 
streak across houses, barns and si- 
los. It’s good dope and it has 
stirred up some paint interest in 
this community. It has probably 


Ts hardware dealers of the 





brought me several good paint or- 
ders. If that’s what you mean, I 
guess I’ve tied up with it, all right.” 
That answer nearly knocked us 
off our pins. Here was a real live 
hardware man who had been pick- 
ing up a few profit crumbs from the 
efforts of others, but who didn’t 
even realize that he was an honest- 
to-goodness partner in the work 
they were doing. Whew! It stumped 
us. We tried to give him an off- 
hand explanation of the Big Idea, 
and found that we didn’t know half 
as much about it, from the mer- 
chant’s angle, as we thought we did. 
Right then and there duty settled 
down on our shoulders like a man- 
tle. “What we don’t know about 
‘Save the Surface,’ old man,” we 
said, “we’re going to find out and 
let you know.” “Yes,” we added, 
“we’re going to let the whole hard- 
ware trade know it. If the hard- 
ware dealers are laying down on a 
job that belongs to them—if they are 
passing the profit buck to others, it’s 
time they knew it and turned over a 
new leaf.” “Go to it!” he said. “If 
it’s my game I'll play. All I want 
are a few instructions and a set of 
rules. Send on your message.” 
During the following week Pink- 
erton had nothing on us We tracked 
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“Save the Surface” to its lair. We 
followed clews as a village constable 
follows the scent of home brew. 

We found out that the “Save the 
Surafce”’ Campaign represents a 
great industry on the move; that it 
is a big nationalized effort to in- 
crease the use and consequently the 
sale of paint and varnish in this 
country; not some particular manu- 
facturer’s brand, but any and all 
brands. We discovered that “Save 
the Surface” is not a one man or 
one group idea; that it represents a 
great big partnership which takes 
in the manufacturer, the wholesaler, 
the merchant, the painter and the 
public with clean cut’ dividends for 
each. We further discovered that 
most of the partners were pushing 
the big band wagon, while a few 
were merely “stealing a ride.”” They 
seemed to think it a private limou- 
sine instead of a public utility con- 
veyance. 

We found that the campaign pays 
profits on two kinds of stock—as- 
sessable and  non-assessable—and 
that the dividends are equal. In 
other words, we learned that the fi- 
nances of this big movement are 
provided by voluntary subscriptions 
made by paint and varnish manufac- 
turers, specialty manufacturers, can 
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Do vou KNOW that street cars 
are given seven or more coats of paint 
and varnish? 

That amount of material costs 
money—and think of the labor cost! 


The street-railway is a strictly 
money-making enterprise—such ex- 
pense would not be incurred if it 
didn’t pay. 

The outside of your house, your 
floors, woodwork, furniture, the walls 
and ceilings, need paint or varnish 
now and then—maybe now! 

Look into the needs of the job be- 
fore you buy either paint or varnish. 
We can tell you just what to get, 
how much and how to have it applied. 


Our long experience is yours. We 
have everything you need. Discuss 
the matter with us. 


Helps like these are furnished to the retailer. Each one prepared by 


experienced advertising men 


manufacturers, raw material manu- 


facturers, brush manufacturers, job- whole.  Selfi 


“Save the Surface” movement as a 


sh? Yes, in the final 


bers, etc., who were all boosting the analysis perhaps, but comprising a 
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brand of selfishness we like to see, 
A selfish desire to better everybody 
in order to better ourselves. 

Finally we learned that there is an 
active working headquarters in Phil- 
adelphia, putting across this million- 
dollar idea, giving it the priming 
coat of publicity, and grinding out 
real tangible methods and means for 
the dealer to use when cashing in on 
the multiplied market. It made us 
feel like pikers because we hadn’t 
done our part—because as hardware 
merchants we had been harvesting 
crops we hadn’t helped to plant. 


Following up the Advertising Clue 

When we started trailing ‘Save 
the Surface,” frankly we didn’t 
know just where to start, but as it 
was advertising that started us on 





No s1Nauet paint of varnish 
is best for every need. 

This store supplies every kind 
of paint, varnish, enamel, oil and 
brush that does every particular 
job best. 

There is the right material for 
every job ang it costs no more 
to use it than to use a wrong 
material. 

We will be glad to confer with 
you on every paint and varnish 
need—large or small—and feel 
indebted for the privilege. 


(IMPRINT) 


These ads attract immediate atten- 
tion and sell paint 


the chase, we tried the advertising 
as our first clue. ‘Who handles the 
‘Save the Surface’ advertising?” we 
queried. “The F. J. Ross Adver- 
tising Agency,” was the answer. 
"Nuff sed. We began a still hunt 
for F. J. Ross We found him in his 
offices in New York City and through 
him we found clues aplenty. Ross 
is a bundle of enthusiasm. He is 
thoroughly sold on “Save the Sur- 
face.” He is so strong for it that 
he really believes his own advertise- 
ments. To Ross this is the biggest 
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Here is a great appeal ta the farm. The silos and the importance of keeping them painted is emphasized by the 


illustration 








September 15, 1921 


HARDWARE AGE 55 


- 











. “Save the surface and 


you save all Bint eVeniaf 
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And here’is an equally good appeal to the city dweller. The urge is to save the house by keeping it painted 


idea of the century for one of the 
biggest industries of the country. 
“Save the Surafce,” he says, ‘““means 
better manufacturers, better whole- 
salers, better and more prosperous 
merchants, better painters, better 
homes and better communities. Go 
and see men like Ernest T. Trigg of 
John Lucas & Co., Inc., chairman of 
the ‘Save the Surface’ committee; 
Arthur M. East, business manager, 
Phillips Wyman, former business 
manager, and George B. Heckel, 
secretary,” he said. “Talk to Ralph 
Jones of the George D. Wetherill 
Co. Go out to Chicago and meet 
Howard Elting of Heath & Milligan. 
When you get back you will know 
what “Save the Surface” means to 
your hardware merchants. Guess 
that list of names will give you 
clues enough.” 


Trigg Calls It a Partnership 


The next day we journeyed. to 
Philadelphia and hunted up _ the 
headquarters of the “Save the Sur- 


4 ‘THE STORES where you like 

to trade are the stores that have 
what you want—and understand 
your needs. 

We're inthe paintend varnish FF 
business because we know that 

usiness. 

We sell the right product for 

pric 


< 
our knowledge and the lines we 
carry—and we hope you will like 
trading here. 


(IMPRINT) 





Every ad has the painting sugges- 
tion well worked out 


face’ Campaign at 507 The Bourse. 
We found a business office filled with 
business men who were busy with the 
business of the whole paint and var- 
nish field. We met Ernest M. Trigg, 
chairman of the committee in charge 
of the campaign, and found him easy 
to talk to. 


“What is ‘Save the Surface’ and answered without a.moment’s hesi- 
how does it concern the retail hard- tation, “The ‘Save the Surface’ Cam- 
ware merchant?” we asked him. He paign is an established movement 


























W: ARE QUITE AS MUCH 
interested in seeing you satisfied 
and pleased, as in selling you 
paint or varnish. 

For we know that even the best 
paints or varnishes wear out in 
time, and sooner or later you'll 
need more. 

It’s then that we want you to 
dig pleasant recollections of us 
out of your memory. 

It’s then that we want you to 
feel that what we sold you last 
time was the right thing. We ) 





want every transaction to build 
confidence for the next. 

So we help you with our knowl- WW 
edge and experience; sell you 
what we know is best for your d cs 
purposes; andtreat you as cour- [s/o 
teously as we like to be treated 3 
ourselves when buying anything. 

Isn't this your idea of pleasant 
trading? 


or 
f 
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Again the farmer is appealed to by this ad furnished by the Save the Surface 
committee 
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KEEP those column bases in good order 
with a coat of paint every two years or 
spend ten timer as much for new bases 
every five years? 

Repaint the weather boarding on your house 
every third or fourth year or replace it in 
fifteen years at four times the cost of the 
four coats of paint? 

Invest a small amount in paint every other 
year or im frve or six yeats pay five tomes ay . 
much; for new metal roofs and gutters? 

Be forced to replace outside shutters every 
ten years, or repaint or revarnish every three 
years at less than one-third the price of te 
placement? v 

Your porch floor, too! Keep it serviceable 
and attractive with paint and varnish oe 
give ten times as much for a new floor 
every ten years? 

Of course, there is only one answer-—any 
thinking man knows that. Save the sur- 
face and you save all. 


One of the many ads that have been prepared and which will appear im. 


publications during the next twelve 


it 
which insures for the future a well- 
directed effort on the part of the 
industry as a whole to develop paint 
and varnish business to the limit of 
its possibilities.” Clear enough for 
anybody. “It insures to every deal- 
er sustained support in a national 
way, back of him locally, and raises 
the paint and varnish business on 
to the highest commercial plane,” he 
added. “For the first time in the 
history of this industry, all branches 
from raw material manufacturers, 
through to the retail merchant, are 
working in a national way, shoulder 
to shoulder, for a common cause. It 
emphasizes more than could other 
wise be done, the importance of the 
dealer in effecting the final sale and 
makes him in the strictest sense of 
the word the active partner on the 
firing line. His share of the profits 
is limited only by the effort and in- 
terst he puts into it.” Trigg is a big 
man physically and mentally. What 
he says carries weight. We listened 
as he went on: 


months. The retailer can capitalize 


easily 


“We have all along realized the 
absolute necessity of getting the 
dealers familiar with and personally 
interested in this campaign in or- 
der to make it the most productive. 

“The campaign is an_ imper- 
sonal and impartial one financed 
by the paint and _ varnish _in- 
terests of the United States for 
the purpose of educating’ the 
public to the fact that their own in- 
terests are in jeopardy when they 
fail to paint and varnish their prop- 
erty with sufficient frequency to 
keep it in good condition. 

“The public has too long been per- 
mitted to think of paint and varnish 
in terms of decoration. The decora- 
tive feature of paint and varnish is 
important, but is nevertheless sec- 
ondary to protecting, preserving and 
prolonging the life of the porperty. 
That is the whole burden of our mes- 
sage; we have nothing to sell to any- 
one except the public in general, and 
the only thing we have to sell the 
publie is a conviction. Having done 
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our part in carrying on this educa- 
tional work with the public, it is ab- 
solutely essential to a full fruition of 
our plans that the dealers and dis- 
tributors of paint and varnish in 
every community should tie up lo- 
cally with the slogan, thereby iden- 
tifying themselves with their own 
public as a place where the demand 
which our advertising creates in the 
consumers’ minds can be supplied. 


Generously Selfish 


“While we are conducting this 
campaign for the selfish purposes of 
selling more paint and varnish, it 
is at the same time performing the 
greatest possible service to the pub- 
lic in that no matter how much 
money is made in any sale of paint 
or varnish the buyer and _ user 
profits much more through its pur- 
chase than does the seller in the fact 
that it affords protection and pro- 
longs the life of his property many 
times the value of the paint or var- 
nish investment. The dealers of this 
country are the natural, logical, lo- 
cal distributors of paint and varnish 
products; the manufacturers have 
nothing to gain by a sale to the 
dealer uniess the dealer in turn finds 
a market for the products. There- 
fore, the manufacturers’ interests 
can enly ke served as the dealers’ 
turnover increases from year to 
year. 

“The ‘Save the Surface’ slogan and 
the campaign back of it are in my 
opinion of more direct benefit to the 
paint and varnish dealers of this 
country than any other group in the 
industry. The campaign has al- 
ready created a new and more whole- 
some thought of the industry on the 
part of the public and if the interest 
which our campaign is creating in a 
constantly growing volume is recog- 
nized and followed up by the deal- 
ers in each locality it will absolutely 
insure a great increase in the vol- 
ume of business done by the dealers, 
and consequently by the manufac- 
turers themselves.” 


Business Manager East Says It Is 
Dealer Inspiration 


We left Mr. Trigg carrying with 
us a well-grounded idea that “Save 
the Surface” is a retail proposition. 
We were doubly assured after our 
short talk with Arthur M. East, busi- 
ness manager of the campaign. Mr. 
East lives, eats and sleeps with 
“Save the Surface.” He knows it 
as a mother knows her favorite 
child. So we asked him, as we had 
the others, to give his version of it. 
In brief this is what he said: “ ‘Save 
the Surface’ is a source of inspira- 
tion to the retail merchant. It gives 
him a new vision of his own busi- 








September 15, 1921 


ness. It points out to him the ob- 
stacle which stands between himself 
and a bigger business—the general 
public’s lack of appreciation of paint. 
Then it furnishes him with the am- 
munition needed to remove that ob- 
stacle.” “Good,” we said, “What is 
this ammunition?” “I'll show you,” 
he answered. Then he began bom- 
barding us with dealer helps. There 
were electrotypes for newspaper ad- 
vertisements, all set, ready for the 
merchant’s name. There were win- 
dow displays and calendars. There 
were transfer signs for doors and 
windows. There were booklets deal- 
ing with paint questions and paint 
profits. In other words, there were 
dozens of high-grade practical helps 
only waiting for the dealer’s request. 
We left the headquarters feeling 
more than ever that we needed 
glasses, and that we had been over- 
looking the kind of help that brings 
music to the cash register. 

Still following the lead laid out for 
us, we called on Ralph Jones, of 
George D. Wetherill & Co. Jones is 
the livest of live wires. A born sales- 


HARDWARE AGE 


man; a man who knows paint and 
paint possibilities, as well as he 
knows the retail merchant, and that 
means a lot. Again we pushed for- 
ward our “Save the Surface” ques- 
tion. “It is the biggest idea that 
ever came forth from the paint and 
varnish industry,” he said. “More 
than that,” he continued, “it repre- 
sents one of the greatest profit op- 
portunities ever presented to the 
merchant who handles paint. It 
means cashing in on the efforts and 
brains of the biggest men in the 
paint industry. It means an oppor- 
tunity to work and get the greatest 
returns possible from that work. It 
means harvesting a crop that had 
already been planted.” 

We were satisfied by this time that 
“Save the Surface” was a retailers’ 
opportunity, but the trail was still 
hot and we followed it. It took us to 
Chicago, to the plant of Heath & 
Milligan, and led us on into the offices 
of Howard Elting. Here we found 
another “Save the Surface” enthusi- 
ast who backed up his enthusiasm 
with facts. “You’re right,” he said, 
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“for some reason or other the retail 
hardware merchant hasn’t yet real- 
ized that in the ‘Save the Surface’ 
campaign there is room for all of us 
—manufacturers, jobbers, retailers 
and painters. It is a case where we 
are out collectively to sell to the gen- 
eral public the wholesome fact that 
surface protection pays—to arouse 
people to the great economic service 
of the paint and varnish industry. 
By selling this idea we are doing the 
public a real service. At the same 
time we are doing ourselves a service. 
In this campaign the retail dealer is 
essentially a point of contact.” 

That’s the story of “Save the Sur- 
face” as we found it—a story of a 
great idea—of service—of inspira- 
tion—of opportunity. Just now its 
great objective is to make 1922 the 
greatest paint and varnish year—as 
the first step toward doubling the 
business of the industry by 1926. 
Can it be done? It can. Will it be 
done? It will,-if we quit riding and 
take our turn pushing. 




















This window, installed by Ray H. Poore for the Peoples’ Hardware Co., Gary, Ind., illustrates how dealers may use 
; to advantage material furnished by manufacturers 












HAT has come to be regarded 
as one of the most effective 
organizations for awaken- 
ing public interest in the advantages 
of paint and varnish for purposes of 
civic improvement and public hy- 
giene, is the National Clean Up 
and Paint Up Campaign with head- 
quarters at the Pontiac Building, St. 
Louis, Mo. It is an entirely sepa- 
rate organization from the “Save 


The Progress of “Clean Up and Paint Up” 


“The organization of a National 
Clean Up and Paint Up Campaign, 
recognized and conducted every- 
where, national in its scope and util- 
ization by the whole trade and in the 
recognition and co-operation § ex- 
tended it by the press, civic organi- 
zations and the public, chiefly in the 
organization of local community ef- 
fort adapted to local conditions.” 

As it has been stated since then: 


strated by the permanent place the 
campaign has won among the pub- 
lic, and by the fact that to-day its 
‘objects’ could not be re-written in 
more accurate form than in those 
words of nine years ago.” 

The connections and advantages to 
the hardware dealer in a campaign 
of this kind is concisely told by nu- 
merous letters and communications 
received at the national headquar- 





 JLLUSTRATING THE “MODUS OPERAND 


Each person is sent special letters and literature, 
him how the campaign helps him in-his own partieular jc 
the various classes: 


Plan Reques for FREE SERVICE 


aan cape corm oh Paint Up epee ure 
“yy 


NATIONAL 


I” i 
showing 


ob. Note 


CLEAN UP and PAINT UP 


© it 


Te ALLEN W. CLARK, Chairman, PONTIAC BLDG, ST. LOUIS 


Whoo ony cherge whatever, please cond Compsign Plane and Suggetions to w andi to oll the thes 
addresses below: 
ieee tngn sot nino. nals oun ere 2 _ He Be Trandle Mer. 
Mame of Your Mayor___Harry Wooding ld hacia aS A alae 





Secretary Commercial Cub___Hamry BH. Watking oo ie a te 


President Leading Women’s Chub 


Mra. W. 7. Herrig 





Cheirman Boatd of Health Dra BR. Wa Garnett Street Comminioner__Re Ke Linville .._ 


Chist of Fire Dopasment_Tia Ba Mitchel] Supt of ‘Schoo___Pe He Wheatley 


BUSINESS MEN WHO OUGHT TO HELP IN YOUR CAMPAIGN 
(NOTE —The Nations! Berean charges no fee and solicits no 
Bet your eopecally 


contributions whatever 
business man whe art bensfited by it, should give you their hearty support. 


for its co-operation in your campaign. 


Name of Firm Man to Address } Line Sell Paint? 
i { 
___ Jp Herman's Store Je Ae Berman _| | Dry Goods No 
____1- Rogenstook ___ I. Rosenstock _ Dry Goods flo 
___Gilweft's Ina... se 0, Newsom Dept. Store, Mo 
__.__ Danville Biw. Co. Re We Carter Hardware Yes 
_Wirginia Haw, Coe. sss Ae iD, Starling _ ~ere Yes 





ters. 

“We are heartily in sympathy 
with the program of the National 
Clean Up and Paint Up Campaign 
bureau,” wrote a prominent manu- 
facturer to a dealer. 

“Starting a Clean Up and Paint 
Up campaign in your locality will 
not only increase your sales in paint 
and varnish products, but will also 
justify you in patting yourself on 
the back for being instrumental in 
beautifying your town. 

“The assistance of the national 
bureau is given free of charge. All 
you have to do is to answer the 
questions asked in the inclosed plan 
request, and mail it direct to St. 
Louis, Mo., and Chairman Allen W. 
Clark will place at your disposal all 
the facilities of his entire organi- 
zation. 

“This looks like the opportunity 
of a lifetime for you to make money 
by selling paints and varnishes, and 
at the same time doing something 
to benefit your community. 

The reason that there are two 
campaigns is explained by the publi- 
cation Results, issued by the national 
headquarters. 


___Vaas, Watson Corp. ne es “Each campaign—the ‘Save the 
___ Mobley, Graham, Joneg te, 6 Yee Surface’ and the ’Clean Up and 
_ B.S. Motley £:— ? jee Paint Up, campaigns—has entirely 
ae 0 LZ Ton different and separate functions— 
ae Ee al (=~ Nes Yos and neither can do the work of the 
qos Fe oo ~ 13D roe Yes otther. The Educational Bureau 
pee AT cea ™ 520 . compe feels that there is not only the room, 
osteo pent UF but the real necessity for both, and 
ee . i that each will augment and support 

$2" sone) pont* pe gor the other. 


a Let PtP LLy ps. 
ied Card, oy Letter Head, Pleas 


he Your Pri 





This i 


the Surfact Campaign” and its ob- 


jects are entirely different in scope 
and purpose. 

The National Clean Up and Paint 
Up Campaign was started nine years 
ago on May 1, 1912, its objects were 
defined as follows: 


two years. 
from the principles, 
functions stated above, 
those of to-day. 
the original plan 
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Illustration is self explanatory and has had a most helpful influence 


“The campaign became truly nation- 
al in its scope and popularity within 
It has never deviated 
objects and 

which are 
The soundness of 

is best demon- 


For further information and de- 
tails about the campaign hardware 
dealers will find it to their advan- 
tage to communicate with the na- 
tional headquarters at St. Louis. 





Oswald Lockett Dead 


Oswald Lockett, president of Orr & 
Lockett, one of Chicago’s best known 
hardware concerns, died recently at his 
home, 1824 Hinman Avenue, Evanston. 
He had been ill for some time. The 
deceased was born in Manchester, Eng- 
land, in 1846. He had been a resident of 
Chicago many years. 


How to Plan for a Big Paint Campaign 


Building Up a Business That Will Return to You 
An Excellent Profit and Will Act As a Customer 
Retainer—The Logical Time to Go After Business 

By C. M. LEMPERLY 


HAVE just finished reading some 

economic facts and charts on the 

price situation and am startled to 
learn that, in the opinion of great 
economists, if history repeats itself, 
we will be on falling price markets 
until 1945! And for the past twenty- 
five years we have been on rising 
markets, so most of the modern busi- 
ness men got all their experience on 
rising markets and have never before 
operated on a general falling market. 

So, what are we going to do? 

Wait till 1945 for prices? 

Many of us may be dead by then, 
and surely our trade will be if we 
don’t carry stocks, if we don’t buy, 
if we don’t push for business, if we 
continue to pass up business because 
we are fearful of carrying too much 
goods. 

Intense selling effort, and wise 
merchandising will bring record 
business to the retailers who have 
the vision to go after business hard, 
with old time confidence and renewed 
courage. In fact, 1922 should ‘be a 
record year for many lines. 

Now is the time for the paint 
dealer to get busy. 

Recent price declines have brought 
the price of paint within the means 
of the most limited pocketbook. 

The wise merchant is the one who 
will put a sufficient stock on his 
shelves to take care of this trade, 
place his stock well up to the front of 
the store, trim his windows, use his 
mailing list, get out and see the paint 
prospects and go after business in an 
aggressive sort of way. There has 
been so much building put off be- 
cause people thought paint too expen- 
sive that the dealer can start a big 
paint and varnish boom at once if the 
opportunity is realized. 

There are many repaint jobs that 
will be done this fall which will mean 
good business to the merchant who 
is alive to the situation. 

Some of the most favorable influ- 
ences for a good fall paint business 
might be classed as follows: 


Lower Prices 


Probably the biggest single influ- 
ence on prices to stimulate business is 
the price decline. Higher priced goods 
have been worked off, most dealers 


having eliminated this inventory 
from their shelves. With the new 
price schedule in effect sufficient 
stocks can be maintained without a 
large investment. 

On the new basis, painting ma- 
terials for a house that would cost 
about $35 before the reduction would 
now cost only $24.50. The merchant 
is interested chiefly in how much he 
can sell, not how much he can buy, 
and with the present reduced prices 
he is benefitted both ways for it 
makes it easier for him to sell the 
goods—his profit is the same, and his 
investment is less. Lower prices— 
bigger sales—larger profits, greater 
opportunity. 


New Building 


With some decline in practically all 
building commodities, lower wage 
scale, and lower money rate, and eas- 
ier building loans and an incompleted 
building program, new building 
should be resumed at an unusual 
rate. Architects who have been hold- 
ing plans and_ specifications for 
months and years on account of ex- 
horbitant construction costs are re- 
leasing these to contractors for com- 
pletion. This includes not only large 
buildings but residences and modest 
homes as well. New building and al- 
terations will play a big part in the 
painting program this year. 

With lumber prices lower than 
they have been for the last decade, 
lower perhaps, than they will be for 
some time to come, depreciated prices 
on steel, painting prices back to nor- 
mal, unusual activity in the building 
field is anticipated. The administra- 
tion’s interest in the building situa- 
tion and housing shortage, and the 
immense amount of plans incom- 
pleted all point to a year of unusual 
opportunity. 

It is up to the dealer this year to 
look over his lines carefully selecting 
those for which there is a good de- 
mand, to feature during the coming 
season. In some industrial centers 
where factories have laid off their 
men for a week or so, paint dealers 
have capitalized on this by selling 
lots of smaller specialties when these 
men had the time to carry out the 
work themselves. There is an ac- 
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tive demand at this time of the year 
for paints and varnishes for farm 
use, vehicles, implements and all 
kinds of farm machinery to be pro- 
tected during the winter months, 
barns and outbuildings to be painted 
and a score of other surfaces that 
require the protection of a paint film. 
Therefore with prices back to where 
they were in 1917, a demand for 
paint for repainting new buildings 
and having the best season for paint- 
ing coming on, the merchant should 
select his paint line to push energeti- 
cally to make up in volume for some 
of the slow moving stocks that he 
might have on hand and that might 
not sell so readily this fall. 

With the air dry and crisp, build- 
ings thoroughly dried out, few in- 
sects and gnats to disturb the fresh 
paint film, little dust and settled 
weather the fall is the ideal time for 
painting. It is necessary to pre 
pare and protect them against the 
severe winter months. 


Adequate Stocks Necessary 

Therefore, with a demand assured, 
lower prices in effect and small stocks 
on the shelves, now is the time to 
get the paint stock back to normal 
size again. 

Full, clean, well-arranged shelving 
properly laid out, impress the cus- 
tomer with the fact that you are a 
real merchant and believe in your 
goods to the extent of a genuine in- 
vestment in them. 

If you have a fair investment in 
your paint stock you are going to pay 
more attention to it. You are going 
to sell more and consequently you 
are going to make more money on it. 

You will be able to hold your cus- 
tomers. Even your old customers 
will drift away if you cannot fur- 
nish them with the material they re- 
quire. You will find it possible to 
sell quantity lots where you sold only 
small lots before. 

You will make satisfied customers. 
If a man buys three gallons he may 
decide to go ahead and paint the en- 
tire house. He comes back and wants 
the same color to match. You should 
carry sufficient stock to take care of 
this and other repeat customers. 











There Are Thousands of Ways to Fix Up 
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The windows above should serve as examples for your _— fall paint window. The upper one is from the Na- 
tional Hardware Stores, Inc., while the lower one brought business to Louis Ernst & Sons, Rochester, N. Y. 
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Attractive Paint and Varnish Windows 
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Both of these window displays are from the National Hardware Stores, Inc. You will notice how effectively th 
vrushes have been displayed along with the paint and va nishes 


Pii OC 61 





Arranging the Paint in a Modern Store 


What Whitcomb-Carter Co., Beverly, Mass., Has 
Done Within a Few Years with This Most Impor- 
tant Department of Its Excellent Hardware Store 


UDSON, Mass., has two ex- 
H ponents of successful hard 
ware merchandising in John 
and Sid Robinson. In another cor- 
ner of Massachusetts, where the ma- 
chinery for making a large share of 
the boots and shoes worn in this 
country has its origin, there are a 
John and Willis, retail hardware 
merchants, equally well known and 
respected in their particular loca- 
tion as are John and Sid in their 
neck of the woods, and equally suc- 
cessful. We refer to John M. and 
Willis C. Whitcomb, Whitcomb-Car- 
ter Co., Beverly, Mass. 
About four years ago John and 
Willis decided it was up to them to 


By GERARD FRASER 


take the “aint” out of their paint 
department. Their paint depart- 
ment occupied a small space located 
in the rear of the store. It was a 
modification of the usual public li- 
brary bookshelf layout, with the 
necessary alley evil. In this partic- 
ular department instance, the dis- 
play of paint containers was meagre 
and the silent salesman theory never 
received proper nourishment. It is 
a well-established fact that a good 
display of paints helps in selling just 
as much as a good display of any 
other class of merchandise sold in a 
hardware store. 

The natural inclination of a pro- 
spective customer on entering a 


store, in nine cases out of ten, is to 
locate the desired object itself or 
something that suggests it. Beverly 
people supposed, of course, that John 
and Willis sold paints, but if John 
and Willis and their clerks happened 
to be busy, a customer, not familiar 
with the location of the paint de- 
partment, had to do considerable 
looking about before discovering it. 
His or her misgivings were aroused 
simply because the paint department 
was not recognized at once. John, 
Willis and the salesmen, therefore, 
were placed at an invisible disad- 
vantage. Sales arguments, no mat- 
ter how convincing, had the same 
relative twang value as home brew 














Your interior display is important. 


, See how the Whitcomb-Carter Co., Beverly, Mass., have successfully arranged 
its shelving according to the size of the cans displayed 
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The counters are broad and there is plenty of room for a brush basket and small counter display boards in the 


has for the fellow who wants the real 
stuff. There was just that “some- 
thing” lacking that did not produce 
the desired result. 

This something did not represent 
the inability of the organization as 
a sales organization, or a lack of 
knowledge of paints. So John 
started a quiet investigation else- 
where. He talked with paint manu- 
facturers, with out-and-out retail 
paint houses, and with retail hard- 
ware dealers by the score, studying 
theory and practice in each instance, 
layouts and fixtures, especially the 
material used and the setup. After 
days and days of investigation he 
was convinced that the only trouble 
with his paint department was loca- 
tion and layout. 


Finding a Space for Paints 


That point settled, the next ques- 
tion was, where to put it without 
sacrificing store earning power. 
Sales records were carefully studied, 
and these disclosed the fact that 
builder’s hardware was returning 
less on the investment per foot of 


floor space occupied than any other 
class of merchandise handled or de- 
partment classification of merchan- 
dise, paint included. It was not be- 
cause the line of builder’s hardware 
carried was faulty, for it is an old 
established one and as good as or a 
better seller than others. Builder’s 
hardware simply was not a big 
seller in Beverly as far as this par- 
ticular store is concerned. Nothing 
against the merchandise or store; 
just a business condition. 

Entrance to the Whitcomb-Carter 
Co. store front is by two doorways, 
one on either side of a broad stair- 
way leading to a floor above. The 
builder’s hardware department oc- 
cupied a space beginning at the left 
store entrance and extending back 
approximately 30 ft. John and Wil- 
lis carefully measured the running 
feet of %-in. South Carolina pine 
shelving in the paint department and 
found, by stretching it out along the 
builder’s hardware 30 ft. wall and 
making a jog on one end, no addi- 
tional shelving material need be pur- 
chased. Builder’s hardware was re- 


Whitcomb-Carter Co. Store, Beverly, Mass. 


apportioned store space elsewhere 
and paints housed in its place. 

The setup of the new paint de- 
partment shelving was somewhat 
changed from the old. In his inves- 
tigation elsewhere, Mr. Whitcomb 
found considerable variance in shelv- 
ing dimensions; also stationary 
shelving and shelving not fixed, the 
last usually with limitations as to 
movement. In quite a few instances 
cans _ ill-fitted shelves because the 
manufacturers of paints have 
changed or eliminated styles of con- 
tainers for which shelving dimen- 
sions were based. Having deter- 
mined on a means of raising and low- 
ering shelves whereby space can be 
increased or decreased as little as 
1,-in., he made a systematic study, 
by actual measurement, of hundreds 
of containers put out by various 
paint makers, with a view to arriv- 
at a shelf of sufficient width to hold 
varying amounts of stock without 
leaving excess space or gaps between 
the individual containers, no matter 
how the styles of containers may 
vary from year to year. He founda 
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shelf 3114 in. long desirable. 

Shelving on the approximate 30 
ft. wall side is divided into ten sec- 
tions of 3114 in. width each and an 
extra section about 45 in. wide. The 
bottom shelf in each instance is 30 
in. deep and 3 in. from the floor; 
the second is 30 in. deep; the third, 
24 in., and the remaining nine 
shelves about 16 in. The second and 
third act as steps by which sales- 
men can quickly reach stock on 
shelves above, as well as_ storage 
and display space for merchandise. 
Shelving uprights are provided with 
substantial brass handles by which 
the clerk can assist himself in 
mounting the shelf steps. A travel- 
ing stepladder also is provided for 
those clerks with short reach. 


The Shelving to Fit the Cans 


The distance between shelving, as 
can be seen in the accompanying pic- 
ture, varies, it having been adjusted 
in each individual instance to fit the 
different styles of cans. This ad- 
justment makes for irregularity in 
shelving, to be sure; but this very ir- 
regularity, based on relation of cans 
to shelving, well proportioned in each 
particular instance, is more pleasing 
to the average eye than would be 
symmetrical shelving with its utter 
disregard of relation to height of 
cans contained thereon. Based on 
average costs over a period of years, 
the shelves will stock approximately 
$7,000 paint. 

Between the second and_ third 
shelves, extending from that end 
furthest away, toward the front 
door, are twenty-one substantial 
drawers for containing dry colors. 
These receptacles, not being in the 
center of the 30 ft. wall, are handy 
to: scales on a counter located paral- 
lel. Here, then, is an arrangement 
of shelving adaptable to any retail 
hardware store, serviceable and yet 
inexpensive, as things go to-day. It 
cost the Whitcomb-Carter Co. prac- 
tically nothing except the time spent 
in taking it down and setting it up 
again, plus a few nails. Two other 
counters run parallel with the shelv- 
ing, the first, near the front door, 
which has a glass cutting board for 
its top and contains underneath popu- 
lar selling sizes of window glass; and 
the second, in sequence, with a glass 
covering, beneath which color cards 
are displayed. These two, and the 
one aforementioned, constitute the 
paint department counter equipment. 


More Than Five Turnovers a Year 


So much for the general layout of 
the paint department. Taking it 
from its old hiding place and letting 
everybody see the company had a 
paint department has had satisfac- 
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tory results, which proves the old 
saying that “seeing is believing.” In 
its new location the department 
doubled its gross sales the first year. 
Since then sales have shown a healthy 
increase. The turnover in 1920, 
which was generally conceded a poor 
paint year in New England, was 
about five and one-half times. This 
year should show a larger turnover. 
even though many retail hardware 
dealers claim their paint business is 
below normal. 

The change did something more. 
Before the paint department was 
where it is to-day, 90 per cent of the 
people entering the store did so by 
the right-hand door. To-day the 
thresholds of both doors wear down 
evenly. That fact is significant. It 
indicates, as well as sales slips do, 
that more people than ever before 
are interested in the Whitcomb- 
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You can make it the greatest year if 
you will start now 


Carter paint department. It also in- 
dicates a neat, well balanced, but not 
necessarily an expensively equipped 
paint department that can be utilized 
to draw people into a retail hard- 
ware store. The changing over of 
departments has not hurt sales of 
builder’s hardware one iota. 

This company believes in good 
quality paint as a foundation for 
satisfied customers, and usually ex- 
periences little difficulty in convinc- 
ing them the theory is right. As an 
illustration, a man wants a can of 
enamel paint to make the ice chest 
look better. The chest looks like 
two cents, otherwise he wouldn’t 
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want paint. It is only a question of 
time when he will have to invest in 
a new one, and with that thought in 
mind, any old enamel will do. 


Selling Logic 


The first thing Mr. Paint Clerk 
wants to know is, “What are you go- 
ing to do with the enamel?” Next 
he determines the approximate con- 
dition of the chest. He then con- 
vinces the man he can, with only 
slight effort, remove the remaining 
paint, apply a coat of white flat for 
a filling, and then, by applying two 
coats of THIS enamel paint, costing 
perhaps only 25c a can more than the 
other, make the chest look almost as 
good as new and delay for a long 
time that day when an investment 
in a new chest shall arrive. 

Customer sees logic of the argu- 
ment and follows Mr. Clerk’s sugges- 
tion. The job turns out just as he 
said it would. Whitcomb-Carter Co. 
has made it easier for itself to sell 
that customer good quality paint the 
next time. It took but little effort 
on the part of Mr. Clerk to do so. 


Germany Punishes Blade Coun- 
terfeiters 


German counterfeiters of the Gillette 
safety razor blade have just been sen- 
tenced by a German court, the leader 
of the band receiving a term of one 
year in prison and being deprived of 
his civil rights for three years. The 
court decided that the fraud not only 
injured the Gillette Safety Razor Com- 
pany, but compromised the German 
reputation for foreign trade. The 
counterfeiters used the same markings 
as the American company, even to the 
mark, “Made in U. S. A.” The blades 
were sold throughout Germany and 
other countries.—Printers’ Ink, Sept. 1, 
1921. 


N. Y. Auto Show 


Grand Central Palace will again be 
the scene of the annual national auto- 
mobile show in New York. The dates 
set are Jan. 7 to 14, 1922, inclusive. 

It was thought that Madison Square 
Garden would have to be used as the 
present owners of the Palace had 
planned to cut up the exposition floors, 
making a number of offices. 

The accessories will be shown on the 
fourth floor, as is the usual custom. 

The national automobile show at 
Chicago will be held in the Coliseum 
and First Regiment Armory, Jan. 28 
to Feb. 4, 1922, inclusive. 


Indications that the tire industry is 
improving are shown by reports issued 
recently by the United States Rubber 
Co., and the Firestone Tire & Rubber 
Co. The U. S. Rubber Co. reports that 
the sales of cord tires in the first six 
months of the year were in excess of 
the corresponding period of 1921. 
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Paint Question Box 


Questions That You Have Been Asked 
—But Have Not Been Able to Answer 


HE success of this page is 
T entirely up to the readers of 

HARDWARE AGE. We must 
have your help, for you are going 
to give us the questions and we 
are going to try our best to give 
you the answers, and with all the 
questions from your customers, 
foolish and otherwise, the page is 
bound to be a success from a busi- 
ness-building standpoint. 

There is not an article in the 
hardware line that you cannot de- 
scribe; explain its purpose, its 
whys and wherefores and make a 


the next sale, when the proper 
answer to that customer was an 
easy one. In your sales talk on 
the first job or when you were 
selling the second job, no atten- 
tion was paid, no questions were 
asked as to the wood on which this 
paint was to be applied. The first 
house your customer painted was 
white pine or poplar. That house 
is in perfect shape to-day. The 
house he built three months ago 
was redwood or cyprus, and you 
neglected to tell him that to his 
first coat he should have added at 


You Ask the Questions and— 


sale, and the goods are thoroughly 
sold and the customer satisfied. 

What about this department of 
ours—the Paint Department? the 
department in which there is a 
paint for every purpose; a paint, 
stain or varnish that is going to 
do the work correctly; but of 
which you know nothing more 
than what the last salesman told 
you and told you quickly. When 
you stop to think for a moment 
that there are so many different 
things that go into the successful 
use of the articles in the paint and 
varnish line, and if you would but 
give that department a few mo- 
ments of thought and study each 
day, it can easily be made to net 
the dealer 40 per cent more than 
a hardware stock showing the 
same investment. The moral, we 
might say, is, why not then have 
a clean-cut knowledge of the paint 
business? Why not sell each pack- 
age so that it will stay sold? 

A few of the questions that you 
have had asked and a few of the 
complaints that are registered can 
be mentioned without any thought 
on the part of the writer. 

“Why was it that the last house 
on which I used your paint has all 
peeled and blistered? I used the 
same paint on the house before, 
and that was three years ago, and 
it is still in perfect shape.” Did 
you answer it? You didnot. You 
lost your faith in the manufac- 
turer; you lost faith in your line 
and you talked very little to make 


least a pint of turpentine to the 
gallon of prepared goods. The 
gum and resin in cyprus and red- 
wood must be cared for. 

In another job, where the cus- 
tomer complained that the paint 
had all gone to pieces and was per- 
fect on another job he had com- 
pleted, you neglected to ask him 
if his lumber was clear, clean stuff. 
His answer more than likely was, 
on one side of the house it’s all 
right, but on this addition it was 
pretty knotty, and this situation 
always reminds us of the man who 


the man if he had cut out the top 
of the can carefully; if he had 
poured the liquid from the top; 
stirred up the bottom, then added 
the liquid slowly, stirred it thor- 
oughly, and then poured it from 
one can to another a half dozen 
times. In ninety-nine cases out 
of a hundred, he would tell you: 
“No, I thought this paint was pre- 
pared.” So it is prepared, but 
lead is heavy; zinc is just a little 
lighter and those two metals are 
sure to settle some. You could 
have told him this and asked him 
to go back and do it. You will 
find no trouble in shades match- 
ing—not one case iu ten thousand. 

And the other complaint which 
you had and did not answer the 
man’s question, as to why his 
house had gone to pieces. His 
statement was about as follows: 
“I bought the first grade for my 
finishing coat,” and you find out 
that from a mail order house he 
purchased his first coat. If you 
had answered him and told him 
that putting the high grade on 
for the foundation and the cheap 
coat for the finishing, he would 
have had a better job. But there 
was never anything saved by buy- 
ing either one of the paints of 


We Will Answer Them for You 


bought the carload of bull pine. 
After unloading half the car, he 
went over to the telegraph office 
and wired the saw mill: ‘“Carload 
of knot holes received this morn- 
ing. Please forward the knots.” 

The other day you had a cus- 
tomer come in that bought a half 
gallon to complete a job where he 
had already applied a gallon. He 
took it out; came back in an hour 
and said that the shades did not 
match; that there was nothing 
but oil in the can. Right away you 
gave him another can, wrote a let- 
ter to the manufacturer for a 
credit memorandum, and regis- 
tered a big complaint. All the 
time you knew this manufacturer 
was not taking any such chances 
on his goods. You could have an- 
swered this complaint by asking 


the cheap grade. A second grade 
paint will never give you over 250 
sq. ft. to the gallon and there is a 
100 sq. ft. more in the high- 
grade; consequently, the high- 
grade is cheaper in the end. 

The other customer that came 
into the store and picked out from 
your house color shades, one-half 
gallon of paint and came back and 
complained because it wore out on 
his porch floors. You got dis- 
gusted again. If you had told that 
customer that floor paints were 
made from a special hard pigment 
base, ground and mixed in the first 
class floor varnish, you would have 
shown him his mistake and made 
a future customer. The other man 


that wanted to varnish his floors. 
He told you about it and you let [= 
(Continued on page 90) 4 
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“Bill” Lewis explains the hard- 
ware business to the Lewis heir 


66 IN’T we got fun?” 
That sentiment came to 


life and well describes the 
annual picnic and field day of the 
Hardware Club of Chicago. Per- 
haps a fitting finale to the gala event 
would be the other popular ditty, 
“Home Again Blues,” for no one was 
anxious to leave Ravinia Park, after 
a day of undiluted pleasure and pas- 
time; home was just some place to 
go to for a tired, but very happy 
crowd. 

It must be that “the powers” had 
President A. Vere Martin by the 
hand when he chose Tuesday, Aug- 
ust 30 for the picnic, for the day 
dawned an ideal one for an outing. 

Foremost in the long program of 


Katherine Koch stated 

that it was the best pic- 

nic she had ever at- 
tended 


Mrs. Walter Tennyson and 
Harry B. Macrae 


Mrs. Grosscup drives a nail 


oa 


sports was the annual baseball game, 
always an occasion for a hot fight 
and a lot of friendly rivalry. The 
ball game—at least that’s what they 
called it—saw Shield’s Slickers lined 
up against Lewis’ Lambasters, and 
Oscar and “Bill” led two fighting 
machines that never “gave up the 
ship.” When the smoke of battle 
cleared away the official score of 
George Beaudin showed a victory 
for the Lewisites by a preponderance 
of 18 to 7. 

The hitting marvel of the pastime 
was “Dutch” Meyer, who connected 
for a pair of “baberuths” and also 
leaned against the old pellet for two 
other slashing hits. Rumor has it 
that Meyer is one and the same 
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Mrs. H. C. Teller and John Kandy 


player who made the city league take 
notice for many years. Another fea- 
ture of the contest was the slumber 
song done by Gus Rhuling on first 
base. He was caught with the old- 
time hidden ball trick, much to the 
merriment of the crowd. 

Lewis’ line-up connected for twen- 
ty-one safeties and Bill, aided by R. 
Clark, held Shields and his crew to 
eleven safe drives. At that, had 
Shields been given good fielding sup- 
port, the game would have been 
fairly close. Even Harry Macrae 
played good ball. “Bob” Hayes 
boasted an average of 1.000 with 
the stick and R. Lee played a nifty 
game in left field, while Frank Koch 
showed real form as a_ backstop. 














Chicago Outing and Annual Field Day 


Frank Koch let- 
ting a high ball 
go by 


John Kandy found his rightful 
place—he didn’t have to even try to 
catch a ball all afternoon. Will Car- 
roll showed how to hit-at-’em-where- 
they-ain’t in a consistent manner. 

Here are the line-ups: 

Lewis’ Lambasters—F. Koch c., 
Meyer 2b., Woods 3b., R. Clark 1b.- 
p., H. B. Macrae s.s., J. Kandy r.f., 
R. Lee 1.f., Carroll ¢.f., and W. Lewis 
p-lb. 

Shields’ Sluggers—I. Kemp 1b., 
Shields p.-c., G. Rhuling s.s., D. Lum 
3b., Dormeyer c., Funke 1.f., Lauth 
c.f., R. Hayes c.f., W. Bott, r.f., and 
Johnson 2b. 

All the other contests drew good 
entries and interesting finishes. The 
finals showed the following: 





Fred 
Rhuling’s 
son and 
his “pop” 


A. Vere Martin’s smile 
of contentment 


Ladies’ nail driving contest— 
First, Mrs. Anna Rasmussen; sec- 
ond, Mrs. H. C. Teller; third, Mrs. 


William Hammond; fourth, Mrs. 
Ben Levy. Time, 14% sec. 
Ladies’ candle race—First, Miss 


Peterson; second, Miss Merin; third, 
Mrs. Eisner; fourth, Mrs. Shields 
and Mrs. Levy. 

Boys’ running race—First, Rich- 
ard Rhuling; second, Allan Coleman 
Jr.; third, H. B. Wilson; fourth, J. 
B. Levy. 

Boys’ race—First, R. Grimes; sec- 
ond, Paul Merin; third, D. Lee; 
fourth, “Bill” Botts, Jr. 

Girls’ running race—First, Peggy 
Hopkins; second, L. Levy. 

Girls under ten years race—First, 
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Observe the 
leaguers and the 


big 


umpire 





Mr. and Mrs. William Stroh 


B. Funke; second, D. Merin; third; 
L. Levy; fourth, Katherine Koch; 
fifth, Gretchen Levy. 

Men’s race—First, Dormeyer; sec- 
ond, Frank Koch; third, B. Clark; 
fourth, Gus Rhuling. 

Standing jump—First, Dormeyer; 
second, Woods; third, Clark. 

Quoit pitching—First, Meyer; sec- 
ond, Wood; third, Hayes; fourth, 
Botts. 

Tug-of-war — George Beaudin’s 
team, after a very gruelling match. 

The prizes covered the field of 
hardware from pocket knives to a 
lawn mower, and all were of real 
value and happily received by the- 
winners. 
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~ Mongrel Roman Letters — Outlined and filled-in 


Using Painted Cards to Advertise Paint 


By JOSEPH BERTRAM JOWITT 


(™ six Lessons) 














LMOST everyone has a nat- 
A ural desire to learn lettering, 

and while it is true that some 
learn to write show cards more 
quickly than others, the accomplish- 
ment is well within the reach of the 
average man who is willing to invest 
a small amount of money in a prac- 
tical outfit of brushes, pens, inks, 
etc., and then concentrate his efforts 
along the lines of simple instruc- 
tions in HARDWARE AGE, which are 
briefly told, with illustrations, and 
devoid of all technical phrases. 

The writer wishes all hardware 
salesmen who are interested in learn- 
ing show card writing would treat 
this department as their own on 
any information they desire on this 
subject. HARDWARE AGE has re- 
ceived many letters from those who 
have been successful, many who at 
first thought it was “impossible for 
them to get the knack.” These let- 
ters telling of their success only sub- 
stantiates the claim that I have made 
many times before that ability to do 
plain lettering is no “artistic gift,” 
and lies in the secret of prac- 
tical instructions, modern alphabets, 
brushes, inks and pens. 

There is hardly a week goes by 
that show cards or price tickets of 
some kind could be used to ad- 
vantage in any hardware store. A 
show card in a window acts as a “si- 
lent salesman.” And the little price 
ticket eliminates much price quoting. 


Introducing the “Mongrel” 


In this week’s issue of HARDWARE 
AGE we start another series of six 
instalment lessons on the plainest 





alphabet known to show card writers. 
It is a mongrel extraction of the 
original full Roman alphabet. 

The simple part in learning this al- 
phabet by first outlining each letter 
in skeleton form and afterward fill- 


ing in the center with a larger 
brush, is that the beginner does not 
have to make any fancy strokes, 
sharp spurs or curlicues. The strokes 
composing each letter, as the reader 
will see, are thick in some places and 
thin in others, or as the case may be. 
And if one thick stroke is a little 
heavier than another, or one thin 
stroke a little thinner, it will not be 
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noticeable as long as the rule of 
thick-and-thin is carried out. 

There are two methods of making 
these mongrel letters; one is, first 
roughly sketching out each letter in 
pencil and then outlining or re-trace 
over pencil marks with a small No, 
4 or No. 6 brush, after which the 
letters are filled in solidly. 

The other method is to completely 
form each letter by three or more 
single strokes. If a brush is selected 
which will make a stroke about the 
width of the thin stroke, it will re- 
quire just the width of two strokes 
of this brush to get the proper pro- 
portion of the thicker stroke. 

If the beginner will study the cap- 
ital letter “A” at the top of alphabet 
plate, he will observe that it was 
done by a series of thirteen short 
single strokes. Ordinarily it re- 
quires but nine single strokes to out- 
line this letter. But the open spaces 
or breaks in the outline indicate 
where the brush was removed each 
time from the surface. This method 
is recommended to the beginner un- 
til he becomes proficient enough 
through practice to carry each stroke 
from top to bottom guide line in one 
sweep. This method will be found 
particularly helpful in making all 
circular or sweeping strokes. 

The rule of crudely sketching out 
each letter in pencil is merely to 
give an idea of its formation, and 
when applying the brush it is not 
necessary to adhere to the exact 
sketch if the letter seems out of pro- 
portion. The finishing strokes of the 
brush are supposed to correct any 
irregularity. 


Showing Four Letters at a Time 


The object of showing the alpha- 
bet in a series of four or more let- 
ters at a time instead of showing the 
entire alphabet is to help the begin- 
ner to practice in a systematic way. 
Very little progress will be made 
by practising on letters at random 
from an alphabet of twenty-six let- 
ters. But as these articles appear 
every two weeks in HARDWARE AGE, 
the beginner is instructed just how 
to proceed without biting off more 
than he can chew in any single 
lesson. 

Every different type of alphabet 
has its special features. This par- 
ticular one is most appropriate for 
large interior or window display 
cards from 11x14 in. upward, fea- 
turing such merchandise as “Paint,” 
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How the letters are filled in 


“Stoves and Ranges,” “Housefurnish- 
ings,” “Sporting Goods,” “Dollar 
Sales,” etc. 

The size or height of the capital 
letters on a show card are always the 
height of the body guide line. 
The lower-case letters should be at 
least 34 the height of the capital 
letters and should extend above or 
below the body guide line 14 the 
height of the caps. 

The following nine lower-case let- 
ters should touch the top body guide 
line: bdfhijkIlt. The follow- 
ing five should extend 14 below the 
bottom body guide line: gjpqy. 
The following thirteen letters are 
kept within the 34 lower-case line: 
acemnorsuvw<xandz. 

The writer wishes to lay special 
emphasis on the proper consistence 
of show card: colors. The fact that 
they are water colors and free from 
any fat or oil substance makes it 
necessary when working with the 
brush to keep them as thick or as 
heavy as can be easily worked. A 
red sable brush will not hold its 
clean-cut edge or chisel shape if the 
show card ink is watery or too thin. 
This applies, of course, to single- 
stroke lettering more than outlin- 
ing of letters when the round point 
of the brush is used. 


Watch Out for this Error 


A common mistake that some be- 
. ginners make is to try to “doll up” 
their cards with a lot of stiff-looking 
scrolls, or what they call “fancy 
work.” The fact is that graceful, 


artistic scroll work is ten times as 
hard to perfect as just plain letter- 
ing. 


The best way to relieve the 





HARDWARE AGE 


plainness of a show card is to paste 
an appropriate picture or advertis- 
ing cut thereon and draw a little gray 
border around the edge of card with 
the aid of a yard stick. 


TRADE NOTES 


William E. and John B. Aubuchon, 
Fitchburg, Mass., and other interests, 
have purchased realty valued at ap- 
proximately $100,000, at the corner of 
Main and Wallace Streets. The portion 
of the property purchased by the Au- 
buchon brothers will be occupied by 
them under the name of the Central 
Hardware Co. 


Coxter’s Toy Shop, Collinsville, 
Conn., has completed its new building 
and is installing additional machinery. 
The company, in addition to manufac- 
turing toys, will make specialties. 


The New England Iron and Hard- 
ware Association will hold its annual 
fall outing at the Tedesco Country 
Club, Swampscott, Mass., on Tuesday, 
Sept. 20. Harry L. Doten, Boston, is 
chairman of the golf committee. 


Frank J. Fahey, vice-president Gil- 
lette Safety Razor Co., Boston, recently 
returned from a business trip in 
Europe. He reports business conditions 
on the other side of the water, generally 
speaking, as better than they were a 
year ago. 


Morris S. Wright, president and 
general manager M. S. Wright Co., 
Worcester, Mass., vacuum cleaners, 
died September 5 in a local hospital, 
of peritonitis. He was born at James- 
ville, Wis., June 11, 1859. 


The Millers Falls Co., Millers Falls, 
Mass., effective September 6, is being 
operated on a 50-hour week basis in- 
stead of 48, heretofore. 


The 
Ayer, Mass., a 
burg Hardware Co., 


Montgomery Hardware Co., 
subsidiary of the Fitch- 
Fitchburg, Mass., 
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is located in néw quarters, next to the 
postoffice, that town. 


John McKay, West Brattleboro, Ver- 
mont, has bought Edgar R. Lovell’s 
interest in the hardware firm of Lovell 


ae 


A little poetry well arranged 





& Telfer, Brattleboro, Vt. The firm 
name remains as heretofore. 
Simon Gasner & Sons Co., plumbing 


supply dealers, have let contracts for 
the erection of a two-story and base- 
ment concrete warehouse and sales 
building to be erected in Brownsville, 
Brooklyn, alongside the Long Island 
Railroad tracks. 


Rafter Machine Co. has purchased a 
plot at the southwest corner of Jerale- 
mon and Stephen Streets, Belleville, 
N. J., where it will build a shop in the 
near future. 


The William P. Pollock Co., Youngs- 
town, Ohio; is building a furnace at 
Standish, N. Y., for the Chateaugay 
Ore & Iron Co. This is one of dozens 
of instances, it is said, of similar new 
construction. 


Reports from Pittsburgh indicate 
that more interest is now being shown 
structural material. Inquiries cover a 
number of small orders and car repairs 
are also said to be consuming more 
steel. 


Reports from Europe indicate that 
American buyers in foreign industrial 
and commercial centers are buying ex- 
tensively with a view to landing goods 
in the United States before the Ford- 
ney tariff bill becomes effective. 


The Federated Engineers Develop- 
ment Corporation has been founded in 
New York City by a group of indus- 
trial experts for the purpose of back- 
ing worth-while inventions without any 
expense to the inventors. T. Irving 
Potter is president, and Dr. Charles P. 
Steinmetz, vice-president. 





















buildings on his premises 






enough first-class ready-mixed paint 
in the other forty-seven states to 
enable them to do so. 
practically every other state. 

However this may be, it is a fact 
beyond cavil that farm buildings 
throughout the United States are 
sadly in need of paint—good paint— 
and much of it. 

No other agency, probably, is as 
effective as paint for raising the 
morale of farmers and holding that 
morale at a high level. For paint 
makes a house, or a barn, or any of 
the numerous structures common to 
every farm attractive to the eye 
and beautiful to behold. 

A tastefully painted farm home, 
surrounded by a spacious and well- 
kept lawn, sprinkled here and there 
with large shade trees, with just 
enough shrubbery and flowers to 
tempt the eye; a brightly painted 
barn, inclosed in a well-fenced yard, 
kept clean and sweet-smelling the 
year round—who would forsake all 
these for the city? 

The wonders that a little paint, 
properly and tastefully applied on 
the farm, will bring about, cannot 
be overestimated. The effect of paint 
is psychological—on the farm as well 
as in the city, or anywhere else. 

Much of the monotony, the same- 
ness, of the life of the farmwife 
is removed when she feels the 
pride of being mistress of a beauti- 
fully painted and attractive farm 
home. Her interest there, and in all 
about her, increases in proportion to 
the attractiveness of her surround- 
ings. 































Clean Buildings Bring Contentment 






Many times a day the farmer goes 
to his barn to execute a duty or a 
chore, and if, as he approaches the 
barn, its pleasing appearance ap- 
peals to his eye—his sense of beauty 
and pride—he will enter that barn 
not with the slow step and loathing 














Recently the statement was made 
by a reliable paint authority that if 
every farmer in the State of Indiana 
should take a notion at the same 
time to paint up properly all the 
that 
needed painting, there would not be 


It is true of 


Painting Up the Barns on the Farms 


Urging the Farmers to Make Their Homes Attractive 
by Keeping the Buildings Neat and Clean—the Ulti- 
mate Effect of Clean Buildings Upon the Community 


By VERNE SALYARDS 
L, Thorn & Sons, New Albany, Ind. 


of a man performing some task un- 
der compulsion, but with a springy 
step full of vim that indicates a cer- 
tain contentment and at the same 
time an anxiety to have done with 
that one job, whatever it may be, and 
then to the next one. 

The sons and daughters of such 
farm homes, too, do not think the 
city such an alluring place, and are 
not so anxious to leave the farm. 
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_ THREE BIG CONVEN. 
: TIONS 


At Atlantic City in Octo- 
= ber will be held the three 
- big conventions of the year. 
Manufacturers’ will meet = 
jobbers and all of them will 
attend the exhibits of Motor 
Accessories on the Million 
Dollar Pier. 
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This exodus to the city—increasing 
every year—is giving the farmer no 
little concern. Making the farm at- 
tractive to the children to keep 
them there is an argument that al- 
most any farmer will lend a willing 
ear to nowadays. 

And paint is one of the greatest— 
I think the greatest—elemeénts of at- 
tiactiveness that can be supplied. 

It is the first thing that should 
be supplied, because it is the most 
easily seen improvement, is ever 
present, and, consequently, will make 
the strongest impression. Other 
modern improvements will follow 
rapidly in due course. Paint, how- 
ever, is of first importance. 

For the past few years farm 
homes and buildings everywhere 
have been sadly neglected. Every- 
body has been too busy to paint, and 
high-grade paint was high. 

But now things are different. La- 
bor can be had, and there have been 
several declines in the price of paint, 
until it is now quite an easy matter 
to cover one’s home and buildings at 
a reasonable price—cheap, in fact, if 
the psychological effect and wonder- 
ful preservative qualities of high- 
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grade paints are given their proper 
consideration. 


Farmers Are Good Prospects 


Farmers are excellent prospects for 
paint, and lots of it. They often re- 
quire urging. But urge them, by 
all means. You will not only increase 
your paint sales to a surprising ex- 
tent, but you will also be rendering 
the farmers in your community a 
genuine service which they and their 
wives and families will certainly ap- 
preciate and thank you for in the 
course of a very short time. I have 
never yet had a dissatisfied paint 
customer. 

Every hardware dealer will be 
missing a golden opportunity if he 
is not prepared to furnish his farmer 
customers paint this fall. The de- 
mand for it exists, right now. You 
need but stress that demand to the 
farmer, and then supply it. 


Decrease in Idle Freight Cars 


Fewer idle freight cars were reported 
by the American Railway Association 
in its latest report. On Aug. 23 there 
were 431,399 idle freight cars on Amer- 
ican railroads. This represents a de- 
crease of 8195 from the previous week 
Aug. 15. Of the total number of idle 
freight cars 270,024 cars were service- 
able while the remaining 221,375 needed 
repairs. 

Net earnings of the Class I roads 
for July is estimated at $75,000,000, 
as against $51,641,014 in June. “This 
improvement in net earnings,” says the 
Bureau of Railway Economics, “was 
accomplished notwithstanding a drop of 
13.5 per cent in operating revenues, the 
increase in net earnings being made 
possible by a big reduction in expense. 





The Hercules Book 


“Volume vs. Weight” is the title of a 
booklet issued by the Hercules Powder 
Co., Wilmington, Del. It deals with 
blasting economies that may be effect- 
ed by proper purchasing methods and 
by the use of bulk explosive in some 
cases and other varieties under differ- 
ent circumstances. 

The book covers the various explo- 
sives made by the company and expla- 
nation is given on each. The book is 
for free distribution among dealers and 
users of explosives. 














EDITORIAL COMMENT 
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Tue Business oF REMEMBERING 


USINESS to-day is handicapped by short 
memories. Manufacturers, wholesalers, 
retail merchants and consumers seem 
absolutely unable to remember back fur- 

ther than the war inflation period. Some of 
them appear to be unable to recollect anything 
back of the slump which followed that period. 

Memory is a treacherous thing. Adversity al- 
ways makes a stronger imprint on the minds of 
men than does prosperity. Panics are remem- 
bered long after periods of good times are for- 
gotten. 

What business needs just now is more men 
who can remember business as it existed before 
the war; more men who can forget business 
peaks and valleys and think in averages; more 
men who remember facts and forget rumors. 

Things are never as black as they are painted. 
Certainly conditions in the United States at the 
present time are in no sense as dark as they ap- 
pear under the brushes of short memory pessim- 
ists. 

As a matter of fact the business sun is already 
peeping from behind the clouds, although its 
rays seem to have trouble piercing the fogs of 
hand-made gloom. The memory of some busi- 
ness men is so short, they fail to recognize sun- 
shine when they see it. 

The average business man remembers clearly 
his sales volume of 1920. He is also keenly con- 
scious of his sales volume just now. He seems 
to have completely forgotten his sales volume of 
1914, the comparative values of his dollar and 
the price declines. 

In a recent meeting of eastern retail hardware 
merchants, inquiry revealed the fact that their 
average of present sales in dollars and cents were 
only about 5 per cent below those for a similar 
period of 1921. The price declines alone would 
more than cover the drop. This is one ray of 
sunlight. 

The Secretary of the National Hardware As- 
sociation of the United States just returned from 
a business visit to hardware wholesalers of the 
West and Middle West. He reports that in most 
of the cities visited the falling off in business 
since last year has not exceeded the reductions 
in prices. 

The business of the South is already reflecting 


the improvement of the agricultural situation. 
Higher prices for cotton are rapidly stabilizing 
conditions in that part of the country. 

Building is showing a genuine revival. Build- 
ing permits in many sections are in excess of 
those for seven years past. Some kinds of lum- 
ber are now selling as low as they did fifteen 
years ago. Labor in the building trades is on a 
cheaper basis. Another ray of sunshine. 

During the last week in August there was an 
increase of 13,273 in the freight cars loaded with 
revenue freight, as compared with the previous 
week. There were 8000 more carloads of mer- 
chandise recorded. Do these sound like calamity 
figures? 

During the past few months superficial aspects 
have created a wrong impression in regard to ex- 
port business. Some people have declared that 
we have lost our foreign markets. Export trade 
has fallen off seriously, we do not mean to mini- 
mize this fact. But looking at our trade record 
of the past six months in the light of world- 
wide business depression, and modifying the 
totals by known drops in prices, and restricted 
purchasing power, our export trade is holding up 
wonderfully well. Taking twenty-nine leading 
exports as a basis for comparison, our current 
shipments abroad are greater in physical volume 
than during the pre-war period. 

The employment situation is undoubtedly bet- 
ter. Its adverse side has been exaggerated. The 
large unemployment figures are all based on 
comparisons with the peak of 1920. Also no ac- 
count is taken of the large number of women who 
entered the emplovment field during the war 
and who are still there. There are more people 
employed to-day than during pre-war times, and 
at better wages. 

The business road before us is broad and 
straight. If we will take it resolutely, refusing 
to be enticed into by-paths and alleged short 
cuts, we will soon find ourselves in the sunlight 
of prosperity and national well-being. So says 
one of the biggest men in industry and finance to- 
day. ' 

Let’s turn our memories back a few years. 
Let’s forget inflation and adversity. Let’s re- 
member the hard work of the past and its re- 
sults. 

Then the future will take care of itself. 
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NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES AND ITs AUKXIL- 
IARIES CONVENTION, Atlantic City, N. 
J., Oct. 17-22, 1921. Headquarters, 
Marlborough-Blenheim. T. James Fern- 
ley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 

AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES AND ITs AUXIL- 
IARIES CONVENTION, Atlantic City, N. 
J., Oct. 19-22, 1921. Headquarters, 
Marlborough-Blenheim. T. James Fern- 
ley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 

AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 17, 18, 19, 1921. Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary-treasurer, 4106 
Woolworth Building, New York City. 


WESTERN RETAIL IMPLEMENT, VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19, 1922. Headquarters, Coates House. 
Sessions in Century Theater. H. J. 
Hodge, secretary, Abilene, Kan. 

PAcIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, 
secretary, Hutton Building, Spokane, 
Wash. 

OREGON RETAIL HARDWARE AND Im- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, 
Jan. 24, 25, 26, 27, 1922. E. E. Lucas, 
secretary, Hutton Building, Spokane, 
Wash. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Atheneum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 

KENTUCKY HARDWARE AND _ IMm- 
PLEMENT ASSOCIATION CONVENTION, 
Jefferson County Armory, Louisville, 


ECRETARY T. JAMES FERN- 
LEY of the National Hardware 
Association of the United States has 
just returned from a tour of the 
West. He visited hardware whole- 
salers in Chicago, Louisville, Omaha, 
Sioux City, St. Louis, Kansas City, 
St. Joseph, the Twin Cities, Spokane, 
Seattle, Tacoma, Portland, San Fran- 
cisco, Los Angeles, Salt Lake and 
Denver. 
He found the Western jobbers op- 
timistic, happy and hopeful. He 


talked to them about the Atlantic 





Coming Hardware Conventions 











Jan. 24, 25, 26, 27, 1922. J. M. Stone, 
secretary, Sturgis. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Feb. 7, 
8, 9, 10, 1922. George H. Dietz, sec- 
retary, 414-417 Little Building, Lincoln. 

IOWA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 
Moines, Feb. 7, 8, 9, 10, 1922. Exhibi- 
tion at the Coliseum. A. R. Sale, sec- 
retary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, City Auditorium, Okla- 


homa City, Feb. 7, 8, 9, 10, 1922. W. 
B. Porch, secretary-treasurer, Okla- 
homa City. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 13, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Ful- 
ton Building, Pittsburgh. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15, 16, 1922. 
LeRoy Smith, secretary, 112 Market 
Street, San Francisco. 

MINNESOTA RETAIL HARDWARE ASSo- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 


ee 


Western Jobbers Are Coming to Conventions 


mn 1 serene 


tary, 1030 Metropolitan Life Building, 
Mirneapolis. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D, 
Nish, secretary, Elgin. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton, 


MISsoURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
St. Louis, Planters Hotel, Feb. 21, 22, 
23, 1922. F. X. Becherer, secretary, 
5106 North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Roanoke, Feb. 
21, 22, 23, 1922. Thos. B. Howell, sec- 
retary, Richmond. 


New York STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 


New ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, Com- 
posed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhi- 
bition, Chattanooga, Tenn., May 16, 
17, 18, 19, 1922. Walter Harlan, sec- 
retary-treasurer, 460 St. James Build- 
ing, Jacksonville, Fla. 

HARDWARE ASSOCIATION OF ‘THE 
CAROLINAS CONVENTION, Winston-Sa- 
lem, N. C., May 17, 18, 19, 20, 1922. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 


wevnerninnne 





City convention, and this is his re- 
port: 

“The western jobbers all expressed 
their intention of attending the At- 
lantic City Convention, and those 
having automobile supply depart- 
ments stated that the department 
managers would come also, as this 
part of their business is growing in 
keeping with the increasing number 
of automobiles on the road, especially 
the new cars purchased since the 
price adjustment in the automobile 
field.” 
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This is the first time in history 
that the hardware jobbers have had 
an opportunity to tie up with three 
big live conventions for the price of 
one, and they are not overlooking the 
bet. 

Last, but not least, they simply 
can’t. resist the opportunity to look 
over the mammoth display of auto- 
mobile accessories and supplies on 
Atlantic City’s big Million Dollar 
pier. 

Don’t forget the dates—October 
17 to 22. 





Senate Will Draft Intelligible Tax Law 


Will Rewrite House Measure as a Basic Internal Revenue 





Statute—No New Tariff Schedules Will Be Enacted This Year 


WASHINGTON, Sept. 12, 1921. 


ENATOR BOIES PENROSE, 
s the hard-headed chairman of 
the Senate Finance Committee, 
has decided that the taxpayers of 
the country are entitled to a tax 
law which the man of average in- 
telligence can read and understand. 
For this reason he proposes that 
his committee shall re-write the In- 
ternal Revenue Revision Bill recently 
passed by the House, employing sim- 
ple terms and incorporating in a 
single measure all the laws relating 
to the raising of internal taxes, so 
that the new statute will be a relia- 
ble compendium complete in itself 
The revenue revision bill as 
passed by the House is a Chinese 
puzzle to anyone not familiar with 
half a score of existing revenue 
statutes. It is an elaborate series of 
amendments the effect of which can 
only be determined by the reader 
who will refer to the statutes it is 
proposed to modify, and thus in- 
form himself as to the net result of 
the proposed changes. 


You May Carry Your Own 

When Chairman Penrose’ gets 
through with the House bill and the 
new law is placed on the statute 
books, a big edition will be printed 
for general distribution, and every 
taxpayer in the land will be able to 
procure a copy and keep it on his 
desk or in his coat tail pocket for 
ready reference. This is the first 
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time this very desirable reform has 
been seriously proposed, and the 
Senator from Pennsylvania will cer- 
tainly earn a vote of thanks from 
tired business men if he carries it 
through according to schedule. 

As I predicted a fortnight ago, 
the country is being heard from con- 
cerning the desirability of making 
the repeal of the excess profits tax 
and the income surtaxes retroactive 
to January 1, 1921. The House bill 
provides that these changes shall 
take effect next January, but shall 
not apply to incomes earned during 
the current calendar year. 

Business men everywhere are ex- 
ceedingly desirous that the relief of- 
fered by the House bill shall not 
be postponed, but shall become im- 
mediately available, and thus help 
tide over the depression which is now 
being felt in all lines of trade. Many 
business men are also writing and 
telegraphing the Finance Committee 
asking for the immediate repeal of 
the transportation taxes which the 
House bill provides shall come off 
January 1, next. 


Preferred the Frying Pan to the Fire 

The Ways and Means Committee 
would have been glad to eliminate 
all these taxes immediately, but this 
would have meant finding additional 
sources of revenue to meet a deficit 
that might exceed half a billion dol- 
lars for the current year. Looking 


at the matter in a large way, it was 
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decided that it would be better for 
the country to pay the old taxes for 
another year than to hunt up new 
methods of raising revenue that 
might prove both vexatious and un- 
popular. 

No attempt was made to conceal 
the fact that the House leaders 
sought to provide a bill that would 
strengthen the Republican party po- 
litically, and on this score the Dem- 
ocrats are not in a position to criti- 
cize, as the majority of the amend- 
ments to the bill offered by them in 
its passage through the House were 
based on frankly political grounds. 

Great interest will attach to the 
policy adopted by the Finance Com- 
mittee respecting the excess profits 
and income surtaxes, as well as the 
transportation tax, especially so for 
the reason that, if the repeal of 
these imposts is made retroactive, it 
will be a tremendous argument in 
favor of Senator Reed Smoot’s plan 
for a manufacturers’ sales tax of 
3 per cent. 

No New Tariff This Year 

A mild senation has been caused 
here by the declaration, credited to 
a prominent member of the Senate 
Finance Committee, that the pend- 
ing tariff revision bill which passed 
the House July 21 will probably not 
become a law before next January. 
There is good reason, however, to 
believe that this prediction is in all 
respects reliable, and it is among 
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the possibilities that the new statute 
may not take effect before February. 

Although the Senate Finance Com- 
mittee has been holding hearings on 
the tariff since July 25, only four 
schedules have been disposed of, 
leaving eleven yet to be considered. 
The committee has given an aver- 
age of three days to each schedule, 
which would indicate that when the 
hearings are resumed about Octobec 
1, after the internal revenue revi- 
sion bill has been disposed of, they 
will run for another six weeks, or 
until the middle of November. 

As the regular session of Con- 
gress convenes December 5, an ef- 
fort will be made for another short 
recess of a fortnight before that 
date, and it is improbable, therefore, 
that the Finance Committee will be- 
gin serious consideration in execu- 
tive session of the testimony adduced 
at the hearings much before the 
opening of the regular’ winter 
session. 

May Not Be Signed Before March 1 


According to precedents, the com- 
mittee should devote a month to this 
work, so that the first of the year 
is likely to arrive before the bill is 
reported to the Senate. It took the 
Senate just four months to discuss 
the last tariff revision, but, if the 
period should be cut to six weeks, 
and a fortnight allowed for the con- 
sideration of the bill in Conference 
Committee, March 1 is likely to roll 
around before President Harding 
completes the big tariff job by sign- 
ing his signature to the Fordney- 
Penrose bill. 

Business men who are hopeful of 
an early settlement of the many 
problems that spring up whenever 
Congress tackles a revision of the 
tariff will find these calculations 
rather depressing, but I wish to as- 
sure my readers that I am not tak- 
ing a pessimistic view of the out- 
look, but am merely describing it as 
I see it on the basis of nearly two 
score years’ experience in this field. 

There is one man in the United 
States who may be able to speed up 
this program. Warren G. Harding 
may some day take his hat in his 
hand and bowl up Pennsylvania ave- 
nue to the Capitol and, lunching 
at his old familiar table with his 
former colleagues, may induce them 
to slash a lot of red tape and whoop 
things up. 

In no other way can the tariff be 
revised before the beginning of the 
new year. 


Railway Mail Service Improving 
Postmaster General Hays is pat- 


ting himself on the back for the 
splendid reports he is receiving 
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from the railway mail service con- 
cerning the character of the em- 
ployes. now being enrolled in that 
branch, and the fine record for effi- 
ciency now being made. During the 
war and for two years after the 
signing of the armistice it was very 
difficult to obtain competent men 
for these important jobs. Business 
men everywhere suffered because of 
the very slow service. 

The increase of salaries for postal 
employes, which became effective 
July 1, 1920, has raised the annuai 
salary of railway postal clerks $279 
a year, or 14.31 per cent. The av- 
erage annual pay of a railway postal 
clerk was $2,047 on June 30, 1921, as 
compared with an average annual sal- 
ary of only $1,768 on June 30, 1920. 
The clerks also receive an average 
annual travel allowance of $191. 

Second Assistant Postmaster Gen- 
eral Shaughnessy has had most ex- 
cellent reports as to the increased 
efficiency of the postal clerks since 
the conference held last May between 
him, railway mail officials and the 
postal clerks’ associations. This con- 
ference resulted in eliminating many 
of the causes tending to dissatisfac- 
tion and discontent among the 
clerks. 


Working Conditions Are Better 


Changes in rules of seniority 
were satisfactorily agreed upon as 
well as the method of promoting 
clerks. The hours of duty, scheme 
of distribution, retirement question, 
and many other matters which had 
been unsettled for a long time, have 
been agreed upon, and the clerks 
are very well satisfied over the man- 
ner in which Postmaster General 
Hays has received their suggestions 
and petitions with respect to work- 
ing conditions. ' 

A committee of supervisory offi- 
cers has been appointed to revise the 
service rating system and the exam- 
ination required by eliminating ob- 
jectionable and irritating features, 
and evolve a simpler and better bal- 
anced rating system. All employes 
of the railway mail service have been 
invited to submit suggestions to be 
placed at the disposal of the commit- 
tee for its guidance. 

The arming of line clerks, transfer 
clerks and registry terminal clerks 
to guard the mails has greatly re- 
duced the number of holdups. Rifle 
ranges and police galleries are being 
used all over the country for target 
practice. 

Another innovation has been es- 
tablished in the railway mail serv- 
ice by sending some of the expert 
officials along with “booster trains” 
of boards of trade and commercial 
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bodies in order to instruct the pub- 
lic about early mailing and proper 
packing of parcels. This is a sery- 
ice definitely connected with busi- 
ness activities. 


Important Changes in Postal Savings 
System 


Business men _ everywhere, and 
especially retail merchants, will be 
interested in the details of a bill in- 
troduced in the House just before the 
recess by Chairman Steenerson of 
the House Post Office and Post Roads 
Committee at the request of the 
Postmaster General embodying cer- 
tain changes in the postal savings 
system. The Postmaster General 
believes that the expansion of the 
postal savings organization and the 
education of the people in utilizing 
it will be of great benefit to every 
business community. 

It will inculcate habits of thrift, 
inducing wage earners to save their 
money and thus be in position al- 
ways to pay their bills promptly and 
to purchase whatever they may need. 
It will also induce those who have 
kept their funds in a broken teapot 
under the kitchen hearth, or in an 
old stocking up in the garret, to 
deposit them in the Post Office, which 
in turn will dump them into the lo- 
cal bank and thus bring them 
promptly into circulation. 

The new bill makes many changes 
in the postal savings system, and, in 
Postmaster General Hays’ opinion, 
will work many reforms, which he 
summarizes as follows: 


How the Reforms Will Help 


“Increase the rate of interest to be 
paid depositors from 2 to 3 per cent 
per annum. 

“Increase the maximum amount 
allowed each depositor from $2,500 to 
$3,000. 

“Abolish the minimum age limit of 
ten years. 

“Authorize joint and trust accounts. 

“Terminate the practice of surrend- 
ering deposits and receiving in lieu 
thereof United States coupon and reg- 
istered bonds. 

“Administrative changes are being 
inaugurated which, among other things 
will provide for the extension of postal 
savings facilities to as many as possi- 
ble of the 53,000 post offices. Deposits 
are accepted now in only about 6,300 
offices. 

“Funds collected will be redeposited 
in local banks where collected and 
more liberal arrangements will be per- 
fected for depository banks to qualify. 

“The method of computing interest 
will be modified so that depositors shall 
receive interest on funds held less 
than one year. 

“It is expected to enlarge the board 
of directors in which the Federal Re- 
serve Bank may be brought. The 
present board of directors is composed 
of the Secretary of the Treasury, the 
Attorney General and the Postmaster 
General. 
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“A campaign of educational work in 
developing postal savings will be in- 
augurated, especially among the for- 
eign element. About 75 per cent of 
depositors are foreign born, or of 
foreign extraction. 


Working for Thrift and Economy 

“Particular attention will be given 
to the distribution of circulars and 
leaflets printed in various foreign lan- 
guages among immigrants arriving at 
the several ports of entry in the 
United States. ‘ 

“Other means of education in popu- 
larizing the postal savings will be 
undertaken, particularly among chil- 
dren of this country to the end that 
the principles of thrift and economy 
may early be instilled in their minds. 

“Depositors of $50 or more will be 
given a leather book for holding cer- 
tificates of deposit in place of the 
heavy paper envelope as at present. 

“A finger print system of identifica- 
tion will be extended as rapidly as pos- 
sible but for the present it will be used 
only to supplement rather than replace 
the present method of identification by 
means of the personal history of a 
depositor.” 

Mr. Hays desires to state as em- 
phatically as po sible that the postal 
savings system is not designed to com- 
pete with savings banks under any 
circumstances. 

“We do not want the depositors of 
savings banks,” he says, “but there is 
a tremendous amount of  hoarded 
wealth in this country which is out of 
circulation now and which cannot be 
coaxed from hiding by either savings 
banks or the postal savings system as 
heretofore conducted. 

“Nothing can bring it out but the 
faith of the people in the United 
States Government and a larger re- 
turn on deposits. The education of the 
people as to our purpose and their 
opportunity is our present object, and 
we shall do everything in our power 
along this line.” 

Interesting Details of Wire Census 

Nearly half a_ billion dollars’ 
worth of wire and wire products 
were made in the United States dur- 
ing the year 1919, according to a 
preliminary statement of the Bureau 
of the Census, Department of Com- 
merce. While increased values were 
largely responsible for the enormous 
gain in the industry as compared 
with 1914, the preceding census 
year, nevertheless, in nearly all im- 
portant items there was an actual 
and substantial net gain in tonnage. 

The figures made public by the 
Bureau are based upon the returns 
from 117 establishments for the 
year, with products valued at $409,- 
058,300. At the census of 1914 
there were ninety-nine establish- 
ments with products valued at $172,- 
600,500, an increase of $236,457,800, 
or 137 per cent. 

The statistics embrace the opera- 
tions of sixty-six independent wire 
mills with products valued at $162, 
151,200, as compared with fifty-four 
independent wire mills in 1914 with 
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$81,841,000; also wire departments 
of iron and steel rolling mills in 
1919, with wire products valued at 
$191,997,200, and twenty-six wire 
departments of brass and copper 
rolling mills, ete., with products 
valued at $54,909,900, as compared 
with twenty-four wire departments 
of steel rolling mills and twenty-one 
brass and copper rolling mills with 
wire products valued at $90,759,500 
in 1914. The value of the output 
of steel and iron wire and manufac- 
tures thereof by these establish- 
ments in 1914 was $264,778,000, an 
increase of 128 per cent compared 
with that of 1914. The output of 
copper wire and wire manufactures 
by these establishments in 1919 was 
$114,234,200, an increase of 166 per 
cent over 1914; and the output of 
brass wire was valued at $16,024,- 
500, an increase of 152 per cent. 
The total production of steel and 
iron wire in 1919 was 2,508,890 
short tons, an increase of but 3 per 
cent over 1914. Of this, 592,430 
tons were for sale as plain wire. The 
production of coated wire for sale 
as such in 1919, chiefly galvanized 
wire, was 392,925 tons, as compared 
with 374,480 tons in 1914. 


Decrease in Wire Nails and Spikes 


There were produced 12,429,200 
kegs of wire nails and spikes, a 
quantity decrease of 3.5 per cent as 
compared with 1914. The produc- 
tion of barbed wire was 341,130 tons, 
34 of 1 per cent less than the out- 
put in 1914; but wire rope, cable 
and strand, shows an increase from 
52,740 tons in 1914 to 103,010 in 
1919. The output of woven wire 
fence and poultry netting, aggregat- 
ing 312,150 tons, was also 24 per 
cent less than the output in 1914, but 
the higher unit values in 1919 results 
in materially higher prices for all 
classes of all products. 

The total production of bare cop- 
per wire in 1919 was 193,370 tons, 
of which 161,660 tons were sold as 
such, at a value of $68,011,300. The 
production for sale in 1914 was 84,- 
920 tons, valued at $26,206,000. 
The total production of insulated 
wire and cable in 1919 was valued 
at $129,623,100, but of this the ma- 
jor portion is reported by insulat- 
ing establishments that purchased 
the wire. 

The output of wire drawing mills 
in insulated wire and cable was val- 
ued at $45,406,200, comprising 29,- 
470 tons of insulated wire, 24,570 
tons of rubber insulated wire, and 
20,200 tons of paper insulated cable. 
The output of these products by 


the wire drawing mills in 1914 was 
48,390 tons, valued at $15,709,300. 
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The output of brass wire as reported 
in 1919 was 50,521,000 pounds, val- 
ued at $16,024,500, a quantity in- 
crease of 28 per cent; and wire of 
other metals, 14,596,000 pounds, val- 
ued at $6,339,700, a quantity increase 
of 111 per cent. There is included 
under “other metals” copper-clad 
steel wire, monel metal, nickel sil- 
ver and other nickel alloys, zine, ete. 

The extent to which the higher 
prices boosted the figures in 1919 
may be gathered from the single 
item of staples, the output of which 
rose from 66,670,000 pounds, valued 
at $1,325,000 in 1919 to 68,221,300 
pounds, valued at $2,745,000 in 1919. 
Thus, while the quantity increased 
but 3 per cent, the value more than 
doubled. 


Will Enfore Child Labor Law 


The Department of Labor an- 
nounces that notwithstanding the de- 
cision of Judge James E. Boyd of 
the Federal Court at Greensboro, 
N. C., that the national child labor 
law is unconstitutional, it will con- 
tinue to enforce the statute until 
the controversy is finally settled by 
the United States Supreme Court. 

The Owen-Keating child labor law 
passed by Congress nearly three 
years ago was also held to be un- 
constitutional by Judge Boyd, whose 
ruling was sustained by the United 
States Supreme Court. Congress 
thereupon sought to obviate the ob- 
jections raised by the courts by im- 
posing a Federal tax of 10 per cent 
on the profits derived from the 
products of child labor. Judge Boyd 
points out, however, that this was 
merely an attempt at evasion, and 
that Congress has no authority to 
control child labor in the States 
where it is subject only to the local 
police power. « 

“Tf the regulation of labor is a 
State’s function, guaranteed by the 
Constitution,” Judge Boyd, 
“then the United States cannot 
evade that power either- directly or 
indirectly.” 

In handing down the 
Judge Boyd signed a permanent or- 
der restraining the Collector of In- 
ternal Revenue from _ collecting 
taxes from certain large spinning 
mills in North Carolina. The Gov- 
ernment will make every effort to se- 
cure adjudication of this interesting 
case at the coming term of the 
United States Supreme Court which 
begins in October. 


Says 


decision, 


Canada Clings to Export Trade 

While Canadian manufacturers 
are making wry faces at the provi- 
sions of the Fordney-Penrose tariff 
law, they are preparing to take vig- 
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orous steps to hold their trade in 
the United States, and if possible to 
increase it. Pursuant to a movement 
started several months ago by the 
Canadian Manufacturers’ Associa- 
tion, export clubs are being formed 
in every town and city throughout 
the Dominion. Active membership 
in these clubs is confined to the ex- 
port managers or other responsible 
representatives of exporting firms. 

The objects of the club as stated 
in the constitution are: (a) To 
promote friendly relations between 
members; (b) to assert sound prin- 
ciples on which the further d2velop- 
ment of Canadian export trade may 
be based, and distribute outlines of 
these principles to members; (c) to 
spread reliable information dealing 
with subjects relating to export 
trade; (d) to co-operate with the 
Department of Trade and Com- 
merce, the Canadian Manufacturers’ 
Association, and other organizations 
having similar objects on questions 
of national importance to the export 
trade; (e) to assist in the formation 
of local export clubs in Canada; (f) 
to act as a general clearing house for 
useful ideas developed in local clubs; 
(g) to call general meetings of Ca- 
nadian export men whenever it is 
desirable or necessary. 

In addition to the interchange of 
points of information, documents, 
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banking facilities, trading customs 
in various countries, etc., subjects 
of a general character will be freely 
discussed. ‘Such matters as the fol- 
lowing will be taken up: Ascertain- 
ing the principles of good export 
policy (1) for a company producing 
manufacturers’ raw materials, (2) 
for a company producing semi-fin- 
ished goods, and (3) for a company 
producing completely manufactured 
products ready for sale to the ulti- 
mate consumers; inquiring into bet- 
ter means of obtaining credit infor- 
mation on export customers; inves- 
tigating the bearing of foreign ex- 
change on Canadian export trade; a 
study of the comparative merits of 
manufacturers’ agents and big ex- 
port houses as foreign representa- 
tives; working out of suitable forms 
of export agency contracts; discus- 
sion of the functions of forwarding 
agents; a study of good methods of 
handling cancellations, suspensions 
and refusals, and of factors govern- 
ing extension or curtailment of 
credits. 

American manufacturers will find 
it necessary to do more than merely 
rely upon the higher tariff rates of 
the Fordney-Penrose bill if they are 
to get the best of their Canadian 
competitors. The Little Lady of the 
Snows is up and doing, and will con- 
tinue to grow steadily. 


The Big Chicago Pageant 


HREE and 
things to see! 

In a sentence, that is a picture of 
Chicago’s long heralded and much 
advertised Pageant of Progress. It 
has been boosted as a second world 


one-half miles of 


fair. We didn’t see the original 
world’s fair, but if it was any big- 
ger than the Pageant it must have 
been a whopper. 

As its name indicates the exhibit 
is designed to show the progress 
which men and nations have made in 
the industries and arts of life and it 
unfolds, very nicely some of the 
splendid developments which have 
been attained in things mechanical 
and things beautiful in the past 
century. 

The immense Municipal Pier 
houses this great show and there 
are three rows of booths and ex- 
hibits on each of the two sides of 
the structure to say nothing of the 
fashion show and the water attrac- 
tions which occupy the east end of 
the over-the-water building. 

From a hardware standpoint the 


exhibit is not a large one. Only a 
few firms making hardware goods 
have spaces. Those that are repre- 
sented have been successful in book- 
ing some nice business and the dis- 
plays they have are very creditable 
in every way. Some of the lines 
represented in the hardware world 
are small tools, builders hardware, 
paints and varnishes, washing ma- 
chines and toys. The showing of 
toys has been a good one and the 
business booked has been very satis- 
factory. 

The attendance at this great 
show will go high. The opening day 
drew about 100,000 and the Satur- 
day and Sunday crowds run from 
that figure up to 150,000. Week 
day attendance is large. 

In connection with the Pageant a 
business builders conference has 
been held under the auspices of the 
Dry Goods Reporter. The attend- 
ance has been around the 300 mark 
and retail merchants have come 
from twenty different states to hear 
the addresses. Most of the pro- 
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grams have been of interest to the 
jJepartment stores, millineries and 
the electrical goods dealers but there 
have been some papers which inter- 
est the hardware man. 

“Getting Some Profits Out of 
Business” was the subject of N. M. 
Scott, of Winona, Minnesota. He 
showed the importance of advertis- 
ing, said the merchant should be on 
the floor meeting customers and not 
in the office figuring profits and 
urged the use of specials which carry 
a profit. He spoke in defense of the 
jobber and said he was necessary in 
the scheme of distribution. “If we 
want a variety of goods and a stock 
low endugh to enable us to get a 
good turnover we must have the 
jobber,” he stated. 

In speaking of “Our Employes,” 
Mr. F. W. Lintz, Guthrie, Oklahoma, 
said he had not asked his employes 
to accept a cut in wages because he 
had not been able to decrease his 
own living expenses and he realized 
he should not ask his workers to ac- 
cept less money until he too could 
get along on less income. He urged 
putting new employes at ease by a 
confidential talk and to regard the 
employe as a co-worker. ‘More 
merchants fail to get maximum busi- 
ness because of lack of co-operation 
from employes than from any other 
one cause” he declared. The store 
has a welfare fund and has a bonus 
system and a stock owning plan. 

“How We Built a Business of 
$1,500,000 in a Town of 852 People” 
was the subject J. R. Mooney of the 
B. & O. cash store, Temple, Okla- 
homa, handled in an able way. The 
store is a general store, carrying the 
dry goods and ready-to-wear lines, 
hardware, furniture, shoes, etc. 
Some of the business is a mail order 
business, perhaps about 25%, the 
rest of the sales are made to the 
people of Temple and surrounding 
territory. Some of the factors in 
its success mentioned by Mr. Mooney 
were: (1) Whole hearted support 
of the employes; (2) a department- 
ized store; (3) advertising; (4) 
giving service, quality and price; 
(5) a strictly cash business; (6) 
dealing fairly with the jobber and 
manufacturer and keeping on the 
right side of the sources of supply; 
(7) watching trade papers and act- 
ing on their suggestions; (8) beat- 
ing mail order house competition by 
selling same or better _ as 
cheaply as they do. 

A session was given over to the 
milliners and there were special 
meetings for the electrical dealers. 
The convention proved profitable in 
every way. 
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How Hardware Dealers Advertise Paints and Varnishes 


The Foet Mason’s Paint Ad 
No. 1 (3 Cols. x 9 in.) 


Here is a rather unusual paint ad 
‘sent us by Oyster’s Hardware, Lum- 
berport, W. Va. It appeared in the 
current issue of The Oyster, the 
store paper published by the firm. 

Sometimes village pride fades 
away to a negligible quantity and it 
takes an ad like this to stir up the 
citizens to a sense of civic progress. 
The verse is certainly well done and 
it ought to make every reader do a 
lot of thinking. 

The manner in which the ad is 
designed sets it apart and adds 
greatly to the pulling power of the 
lines. Your local engraver could 
make a cut of this border design for 
you and then you could run a similar 
ad yourself. 

The slogan, “Clean Up and Paint 
Up,” is set in a prominent position, 
and the ad, as a whole, is an incent- 
ive to tidy up one’s home. 


Announcing a Price Reduction 
No. 2 (8 Cols. x 5 in.) 


A short time ago A. H. Van Voris, 
ad man for the Van Voris hardware 
establishment at Cobleskill, N. Y., 
sent us this ad, which was run a few 
weeks ago coincidentally with the 
price reduction received from the 
manufacturers. 

We strongly recommend this kind 
of publicity as the best incentive to 
fall painting. The dealer should 
pass the good word to the public. 
How does a home owner know that 
you are selling paint and varnish 
cheaper, unless you tell him in the 
public prints? Maybe he is forego- 
ing needed fall painting because he 
thinks of high paint prices. 

This Van Voris ad comes right 
out and states facts and talks fig- 
ures and the Van Voris folks have 
informed us already that this frank 
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In Shabbytown 


= IN Shabbytown they do not care if things 
= look seedy everywhere. ‘They have no pep, 
they’ve lost their grip, they simply sit around 
and yip, in envy’s tones, of Glossyville, the 
shining village on the hill. Oh, Shabbytown is punk 
and gray, and it shows symptoms of decay, and stran- 
gers passing through remark, “It surely dates back to 
the Ark.” “Clean Up and Paint Up” makes men frown 
along the streets of Shahbytown. A can of paint 
makes no appeal to this bum village, down at heel; 
the people think there is no sense in going to so much 
expense; so things are always going down, and getting worse in 
Shabbytown. It always gives my soul a thrill when I arrive 
in Glossyville. The town looks liké a blooming bride; the peo- 
ple take a hearty pride in making things look clean and bright, 
and ip.their labors take delight. They're lavish with the help- 
ful paint, selecting colors chaste or quaint, and decorating every 
shack; thus warding off decay’s attack, and making all the build- 
ings look like buildings read of in a book. And strangers, when 
they see the town, say, “Here we'll come and settle down, and 
raise us nineteen kids apiece, and live and die as slick as grease. 
This happy burg goes right ahead, while Shabbytown is prone 
and pm 4 
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In which the poet aids the hardware man 
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How's 
Your 
Roof? 


Lots of people have to 
replace prepared roofing 
with new oftener than oth- 
ers because they’ve .not 
learned ....the .. value 
JONES’ ROOF PAINT as 
a money and roof saver. 








Done in time a coat of 
our Roof Paint will add 
years to the life of ordi- 
nary prepared roofing. 


Examine your roof to- 
morrow. If it’s becoming 
worn, brittle or beginning 
to leak we’ve just the right 
“dope” to preserve or re- 
pair it. We have three ma- 
terials for roofs— 

PAINT, 

LIQUID CEMENT, 


ROOF CEMENT. 


We'll be glad to tell you 
of the uses of each when 
you call. If you need roof- 
ing, light, medium, heavy 
or Red Slate, come in and 
let us show you. 


The WINCHESTER Store. 


Jones 


Hardware 
PERU MEXICO 


i FULTON. 


A specific appeal on roof paint 
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advertising is producing results. 

Incidentally, this ad is well con- 
structed. The advertiser has made 
use of two effective cuts furnished 
him by the makers of Chinamel. The 
top cut shows the graining method 
and the larger cut reproduces the 
can, which is always a good thing to 
do, especially in the case of widely 
advertised merchandise. 

Going After the 
No. 3 (2 Cols. x 4 in.) 

Your fall campaign on paints and 
varnishes should most certainly in- 
clude appeals to the motorist, who 
soon will be a ready listener to the 
suggestion contained in this ad sent 
us by the Foster-Farrar Co., North- 
ampton, Mass. 

The annual tour season is about 


Auto Owner 
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done for and many car owners are 
figuring on laying up for a week or 
two and painting the car, and they 
will figure that the job is better 
done now than when colder weather 
arrives and makes car painting less 
of a joy and tends to interfere with 
making the home painting job a 
complete success. 

This ad is brief but well written, 
and suggests to the car owner that 
there is no great difficulty in doing 
a satisfactory job on his old bus. 

Now is the time to use ads like 
this one—you’ll find a ready re- 
sponse on the part of the motorist. 


Good Talk on Roof Paint 


No. 4 (1 Col. x 8 in.) 

The Jones Hardware Co., Peru, 
Ind., used this ad to attract the spe- 
cial interest of home owners in sav- 
ing roofing expense through paint- 
ing. 

The ad shows that ready roofing 
may be indefinitely prolonged in 
wearing qualities by the application 
of roof paint. The copy goes further 
and tells the home owner how to ex- 
amine and determine for himself 
whether or not his roof needs a coat 
of roof paint. 

Then the ad man speaks of the 
three materials for roofs and in- 
duces a call by offering to show the 
uses of each material. 

This ad is what we term a specific 
appeal, and your paint ads this fall 
would do well to carry such appeals 
every so often. House paint may be 
treated separately and also barn and 
building paint. Floor varnishes 
make a separate appeal and enamel 
suggests many interesting lines of 
copy, such as going over interior 
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woodwork, turnitareliithrooms and 
odds and ends about the home. 


Combination Paint and Varnish Ad 


No. 5 (8 Cols. x 13 in.) 

Among the sort of ads you should 
use this fall is a combination ad like 
the one reproduced, used by the 
Haynes Hardware Co., Emporia, 
Kan. 

This ad, as will be noted, features 
about every department of the paint 





Murphy’s Da-cote - 
Motor Car Enamel 


will turn your car into a new one. 
Da-cote comes in a variety of colors. 


You can do your work yourself on your own car and you 
will have a car that will surprise yourself and your friends. 

It is an ideal finish for any vehicle 
weather- resisting durability. 


See our window display. 


requiring" extra 





FOSTE R-FARRAR CO. 


clephone 162 Main 
oon Sonn Le Evening Opposite Drop 











Consider the car owner in your Fall 


campaign 


selling business. There is floor paint, 
and wall paint, screen paint, and 
auto finishes and house paint, as 
well as stain and varnish for refin- 
ishing furniture and woodwork. 

Such an ad may be devoted to a 
single line such as this ad illustrates, 
or it may suggest several lines, se- 
lecting from each line handled a 
particular product of well-known 
merit. The latter method, we be- 
lieve, makes a more forceful an- 
nouncement. 

It will be noted that this ad ties 
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BIG REDUCTION IN 
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CHINAMEL is now price 
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which vou see 
One Dollar per 
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_ CHINAMEL 


a reduced price to offer 


ustomers, we want you to know about 
rinnine July ] vi » have a new price 

Vi ivnish and Stain, at a 
tantial saving to you 
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advertised extensively, and 
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How one dealer plays up paint price reductions 
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up to the “Save the Surface” cam- 
aes daa Sirens tannin te on, HENEWENERENSHSHEMZWEN SM ANANSMEAMENZWENT 


tional publications, and it is always 

well for the retailer as well as the S Th 

paint maker to get behind a cam- ave e 
Surface and 

You Save 


paign of this kind. Co-operative work 
# We have it and ALL 


along this line produces greater re- 
guaran tee It 





sults than a merchant might think. 

The tone of this ad is such that 
the reader is encouraged to visit the 
store and seek paint advice. Paint 
problems are many and the hard- 
ware merchant is nearest the home 
owner when it comes to advice and 
he should encourage the idea of the 
home owner putting his paint prob- 
lems up to the store in all his ads. 
The layout of this ad is good and 
we like the cut used at the top. Use 
a similar cut if you have one. Fig- 
ures always add a touch of human 
interest to merchandise. 


What a.wonderful meaning i 
to us by these words. 


“YOU.WHO OWN PROPERTY” 


Have you stopped to consider that its surface is its danger point. That is where 
disintegration begins. ‘Your house, your floors, your doors; in fact, every pi rticle 
you own—your furniture, your walls and all_the metal parts of your wooden houses 
and buildings come to you for surface protection. : 

Everything with a surface needs surface protection. “Save the surface and you 
save all.” 


New Incorporations 


Weeden, Johnson & Co., Inc., Quincy, 
Mass., manufacturers of games and 
amusement apparatus, was_ recently 
incorporated with a capitalization of 
$100,000. 

William B. Scaife & Sons Co., Inc., 
has recently been incorporated with a 
capitalization of $100,000. The com- 
pany manufactures iron and _ steel 
tanks and other containers. 

Sawyers Specialty Scales Co., Jack- 
sonville, Fla. Capitalization $500,000. 

A. M. K. Tires Fluid Co., Inc., Low- 
ell, Mass. Capitalization $100,000. 

H. W. Nelson Co., Dover, Del., man- 
ufacture girders, turntables, bars, ete. 
Capitalization $400,000. 

The corporate title of the American 
Engineering Co. has been changed to 
the Wishla Mfg. Co. This company 
will remain at its old address, 332 
Washington Street, New Britain, Conn. 


Claus B. Ulery Dead 


Claus Burchfield Ulery died recently. 
He was the son of U. J. Ulery, with 
whom he was associated in the cutlery 
business under the name of U. J. Ulery 
Co., 258 Broadway, New York. 

The younger Mr. Ulery up until the 
time of his death had traveled in the 
Middle Atlantic States for the firm. 
When a boy of 14 he.-utilized his sum- 
mer vacation period selling cutlery on 
the road. He was a very successful 
salesman and was known and well liked 
in cutlery circles. 


Big Wheat Crop 


Wheat harvested in twenty countries 
during the present year has been offi- 
cially estimated by the United States 
Department of Agriculture at 2,461,- 
430,000 bushels compared with 2,384,- 
143,000 bushels last year. These fig- 
ures show it is said that while the 
total is not as large as was expected 
during the first part of the season the 
amount is gratifying and indications 
are favorable for additional bushels 
before the end of the year. 





FOR HELP COME TO US 


There is a special preparation for the protection and improvement 
of every s rls ice, manufactured for you by a company whose business 
started before the Declaration of Independe nee 











DEVOE PRODUCTS 


Protect, preserve and pay a great dividend on the investment. Devoe Lead-and- 
Zinc paint is a product of years of rich experience afd today it is made “under the 
same formulae that it was seventy-five vears ago; made from pure white lead, pure 
white zinc and linseed -cik- it’s covering ea pacity is-wenderful, its hiding power is un- 
surpassed, its lasting qualities are unquestioned. 


“DEVOE COSTS LESS PER YARD” 
You buy paint bythe gallon, but you pay for it by the yard. Come in. We'll 
show you how to save money on paint. Devge paints are ready for your brush. 
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DEVOE VELOUR 


Flat wall paint, washable, sanitary and beautiful. 


DEVOE MIRROLAC 
Stain and varnish combined, for refinishing furniture, floors and 
woodwork. 


DEVOE HOMESTEAD: FLOOR PAINT 
An inside floor paint for kitchens and rug borders, Dries hard over 
night. 
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DEVOE PORCH FLOOR PAINT 


For outside floors ; withstands wear and Weather. 


DEVOE SCREEN PAINT . 
Black.and green. ‘Preserves, protects wire and frames, does not fill 
wire and dries. 
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DEVOE AUTO FINISH . 
A. 1-cgat refinishing enamel. Dries quick; easily applied. Dries 
with full, even luster 


THERE’S A DEVOE QUALITY PRODUCT FOR EVERY SURFACE 


Phone 105 FA. Phone 105 
Pr 
618-622 COML. RE 105. 


Americus, Kan. Emporia, Kan. Hartford, Kan: 
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A good combination paint ad to pattern after 
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on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 











Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Sept. 12, 1921. 


UYING is again active in the 
B local market. 

Dealers during the past two 
weeks have been placing substantial or- 
ders for staple goods with local job- 
bers, who, in many instances, have been 
obliged to re-order. One jobber has al- 
ready disposed of 500 dozen snow shov- 
els, and has found it necessary to re- 
order because of the continued interest 
that is being shown by many small 
dealers in this vicinity. 

Jobbers attribute the following rea- 
sons for this increase in business: 

1. Depleted retail stocks. 

2. Recent price reductions by manu- 
facturers and jobbers. 

3. A better feeling throughout the 
trade about general business condi- 
tions. 

4. The passing of summer. 

General opinion among both jobbers 
and retailers in this section seems to 
be that the present business activity 
and “buying boom” will continue up 
to, and probably through, the holiday 
period, after which many observers 
seem to believe there will be a tempo- 
rary reaction which will last during the 
first part of the winter. Many believe, 
however, that buying activity will 
again be felt and that it will, to a large 
extent, be stabilized by spring. 

Comparatively few important price 
changes were reported by local jobbers 
during the past week. Among the more 
prominent were the following: 

Inside lock sets, square, broad bevel, 
are being quoted by some local jobbers 
at $6.75 per doz. 

Yale door checks, 33 1/3 per cent off, 
jobbers’ quotations f.o.b. New York. 

Cotton sash cord, 32c. per Ib. base. 

“Duplex” bottle cappers, $24 per doz. 

Jobbers report the following an- 
nouncements from manufacturers: 

The Rock Island Mfg. Co., Rock Isl- 
and, Ill., has made a reduction on bench 
vises amounting to approximately 10 
per cent. 

Bevin Mfg. Co., East Hampton, 
Conn., has issued a new price sheet 
dated Sept. 1, showing a reduction in 
price of approximately 10 per cent on 
most items. 

The Mallinson Braided Cord Co., 
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Athens, Ga., has made an advance on 
all sash cords amounting to 2c. per Ib. 
This increase is the second increase of 
2c. per Ib. announced in the last 10 days 
by this company. 

Chain hoists have 
about 15 per cent. 

Forges have been reduced about 15 
per cent. 

Large rivets, commonly known as 
structural rivets, have been decreased 
about 15 per cent. 


Automobile Accessories.—There has 
been a slight falling of? in the general 
automobile accessory line. Specialties, 
however, are still going strong. Stocks 
are fairly good, and there has been 
little or no price flutter, nor is any 
expected, it is said. 

Ash Sifters.—Interest is improving. 
Stocks are good, and prices firm. 


Jobbers’ quotations f.o.b. New York: 

Heavy steel galvanized ash sifter, rotary 
wire sieve, iron brace bands, $30 per doz. 
Crated, $33 per doz. 


Axes.—Jobbers report more orders 
are being received for axes. Prices are 
firm. 


Jobbers’ quotations f.o.b. New Yor 
House axes, ebony finish, 2% Ib., "hie per 


been reduced 


doz 

“Pall City’’ axes, 2% lb., $13.50 per doz. 

Long Island handled axes, 2% to 2% Ib., 
$19.50 per doz. 

gang quality, 36-in. handle, 4 to 5 Ib., 
$19 per doz. 

Flint edge, Rockaway arene 4 to 5 Ib., 
$20.75 per doz. 

Connecticut age oi handled axes, 3 to 
3% Ib., $19.50 per doz 


Bolts and N uts.—Interest in bolts is 
improving. Stocks are good and prices 
fairly steady. 


Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, % x 6 and 
smaller, 50 per cent to 50 and 5 per cent; 
longer and thicker, 45 per cent to 45 and 
per cent. 

Machine bolts, % x 4 and smaller, 50 and 
10 per cent to 50, 10 and 5 per cent; larger 
— thicker, 50 per cent to 50 and 5 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 75 and 10 per cent; larger and 
thicker, 70 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, 40-5 
per cent; brass, 4/32 to 8/32 in., 75 per 
cent; 10/32 to 12/32 in., 65 per cent; 
14/32 in., 60 per cent. 

Lock washers, 50 per cent. 

Toggle bolts, steel, bright finish, 60 per 
cent. 

hon rivets, 60 per cent; 
rivets, 40 per cent. 

Stove bolts, 80 to 80-10 per cent. 


Builders’ Hardware.—As building in- 
creases in and around New York City, 
sales of builders’ hardware improve. 
Reports indicate that suburban dealers 
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solid copper 


have done a fairly good business in 
builders’ hardware, which they report 
is still increasing. Further price de- 
clines are not generally expected. 


Cider Mills and Wine Presses.—Good 
interest is being shown for this class 
of goods. Prices are steady and job- 
bers’ stocks sufficient. 


Jobbers’ quotations f.o.b. New York: 

Cider Mills, junior size, $33 each net; 
medium size, $42.25 each net; senior size, 
$55 each net. 

Wine presses, popular sizes, range accord- 
ing to size from $8.25 each net to $16.50 
each net. 

“Juicy Fruit’? wine and jelly press, 6-qt., 
$5.35 each; 12-qt., $7.50 each. 

Coffee Mills—The demand for coffee 
mills is mild. Stocks are good and 
prices steady. 

Jobbers’ quotations f.o.b. New York: 

Coffee mill, glass hopper, metal parts, 
japanned, holds 1 lb. coffee, $11 per doz. 
— slightly different shape, $14.25 per 

oz. 

Cotton Gloves.—There is a fairly 
good demand for cotton gloves, at 
steady prices. 

Jobbers’ quotations f.o.b. New York: 

Cotton gloves, white canton flannel, with 
knit cotton wrist, light, $1 per doz. pair, 
net; heavy, $1.75 per doz. pair, net. Heavy 
weight white canton flannel, cuff lined, with 
heavy stiffened material, regular style, $1.75 
per doz. pair, net; leather faced, $4 per 
doz. pair, net. 

Farming Tool Handles.—Prices are 
steady and stocks good. The demand 
is consistent but light. 

Jobbers’ quotations f.o.b. New York: 

Hay fork handles, bent, 5 ft., $4.75 per 
doz.; 6 ft., $7.25 per doz.; hay fork handles, 
arent, 5 ft., $4 per doz.; 6 ft., $6.40 per 

oz. 


Long handle manure fork handle, $4.20 
per doz.; wooden manure fork handle, 
— per doz. Six-ft. rake handle, $5.90 per 
aozZ. 

Shank hoe handles, $2.20 per doz. Spade 
handles, $6.75 per doz. 

Malleable D spading fork handle, $5.45 
per doz., plus 5 per cent. Wooden D spad- 
ing fork handle, $6.60 per doz. 

sundle lots 5 per cent off. 


Football Goods.—As the football sea- 
son approaches, dealers anticipate 4 
good demand for this class of goods. 
There has already been evidence of a 
fair pre-season business. Jobbers ex- 
pect to have an ample stock for imme- 
diate demands, though there is some 
talk of a scarcity of shoes, pants and 
sweaters. 


Galvanized Ware.—As was predicted 
by local jobbers, the reduced prices of 
the Steel Corporation, which are now 
down to the same level as the inde- 
pendents, have shown little or no effect 
upon the local market. Business in 
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sheets is done on a very close basis. 
Orders are for small lots, though more 
frequent than they were. 


Prices to retailers, f.o.b. New York: 

Galvanized sheets, No. 28 gage, 
$5.25 per 100 Ib. 

Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8 qt., $2.35: 10 qt., $2.70; 
12 qt., $2.95; 14 qt., $3.30; 16 qt., $4 per doz. 

Galvanized wash tubs, No. 1, $7.85; No. 
2, $8.80; No. 3, $10.25; all per doz. 


Ice Scrapers.—Small orders are 
ing received for fall delivery on 
scrapers. Jobbers say that they do 
expect any change in price. Stocks 
fair. 


Jobbers’ quotations f.o.b. New York: 

Ice scrapers, solid shank, steel blade, 
rough finish, 6% x 5% in., 4 ft. handle, $6.25 
per doz. Solid shank shaper, extra quality, 
tempered steel blade, 7 x 6 in., % in. pol- 
ished and painted blue, 4 ft. handle, $7.50 
per doz. Ice scrapers, socket extra heavy, 
7 in. blade, 6 in. deep, % in. polished and 
painted blue, 4 ft. handle, $10 per doz. Ice 
scrapers, extra heavy, solid shank, double 
beaded blade, 8 x 6 in., heavy iron ferrule, 
4% ft. handle, $10.40 per doz. 


Ice Skates.—Dealers are showing in- 
terest in ice skates and are sending in 
afew small orders. Prices are guaran- 
teed until Feb. 1, 1922. 


Jobbers’ quotations f.o.b. New York: 
Men’s and boys’ all clamp club skates, 
sizes 8 to 12 in., 91c. to $1.18. Men and 
boys, all clamp hockey skates, runner cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 11 
in., polished cast steel runners, $1.15 to 
1.40. Women’s and children’s clamp 
hockey, $1.40. Women’s and children’s 
clamp hockey skates, russet leather back 
and strap, runners made of cast steel, 
nickel plated, $1.51 to $1.99. 


Lanterns.—Conditions of to-day are 
practically the reverse of a year ago, 
for the present stocks are adequate and 
the demand light. 
are not expected to change. 


Jobbers’ quotations f.o.b. New York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin lan- 
terns, $9.50 per doz. Junior brass lanterns, 
$18 per doz. Blizzard tin lanterns, $14.50 
per doz. Buckeye dash lanterns, $14.76 per 
doz. Roadster wagon lanterns, $18.50 per 
doz. De Lite lanterns, $14.50 per doz. Lit- 
tle Wizard lanterns, $11.25 per doz. Eureka 
driving lanterns, plain lens, $19 per doz. 
Watchmen’s mill lanterns, enamel finish, 
$25 per doz. Imperial platform lanterns, 
$9.75 each. 


Linseed Oil.—Spot business is good, 
though there is not much heavy buying. 
Consumers seem content to buy for 
current needs and are only placing 
small orders. The market, however, is 
considered firm. 


Prices to retailers, f.0.b. New York: 
Linseed oil, in carlots, 73c. to 75c. per gal. 
ss than carlots, but more than 5 bbl., 
7éc. to 78c. per gal. Single bbl. lots, 80c. 
to 82c. per gal.; boiled oil is 2c. extra; 
double boiled oil is 8c. extra per gal., and 
S in half bbl. lots is 5c. per gal. -addi- 
ional. 


Nails—No change of any impor- 
tance has occurred recently in the local 
nail market. Reports continue that 
quoted prices are negotiable. 


Jobbers’ quotations f.o.b. New York: 
Wire nails, $3.50 to $3.70, base, per keg. 
Cut nails, $4.25 to $4.45, base, per keg. 
Coated nails, $3, base, per keg. 

Wire nails and brads, 75-10 to 80 per cent. 


Naval Stores.—Trade in the naval 
stores market continues along narrow 
lines. Prices are in a state of daily 
fluctuation and interest is mild. 


Prices to retailers, f.o.b. New York: 
Turpentine, 69-70c. per gal. 

Rosin is more active. B grade, $5.40; 
D grade, $5.40; E, $5.45; F, $5.45; G, $5.60; 
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A substantial advance rang- 
ing from 10 to 15 cents per 
pound on nails and wire prod- 
ucts has been made by the 
American Steel and Wire Co. 
effective at the close of busi- 
ness Sept. 10, 1921. 

The new quotations are as 
follows: 

Wire nails, $2.90. Plain 
Wire, $2.60. Barb Wire, $3.55. 
Cement Coated Nails, $2.45, all 
for carload lots. 

It is expected that competi- 
tors of the Steel Corporation 
and other manufacturers of 
nails and wire goods will also 
announce price revisions with- 
in a few days. 





TUTE TOT ED 


UULAAAUAUUDNARLALA EEL 








SAUNINOQNNANANGGSEOENNETTNTTUUONAUAOOANNONAASOOGOONEONOETTENU LADY ADNAN Atta TH 


H, $5.60; I, $5.65; K, $5.70; M, $5.75 N, $5.85; 
WW, $7.15, per bbl. of 280 lb., yard basis. 

Roller Skates.—Dealers are showing 
mild interest. Stocks are adequate 
and prices firm. 


Jobbers’ quotations f.o.b. New York: 

Extension roller skates, steel foot plate 
and back, extend 7% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Extension skates, with tops, trucks, clamp 
made of cold rolled steel, rubber cushioned, 
extension 7% to 10 in., half strap heel, 
clamp toe, plain steel roll, $2.10 per pair. 
Extension ball-bearing roller skates, for 
men, nickel-plated, $2.65 per pair. Same, 
for women, $2.75 per pair. 


Rope and Twine.—Business for both 
rope and twine has shown considerable 
improvement during the past two 
weeks. Prices are unchanged, though 
there are rumors of advances in 
twine. 


Jobbers’ quotations f.o.b. New York: 

Manila rope, No. 1 grade, 16c. to 18%%c. 
per lb.; manila, No. 2 grade, 15c. per Ib.; 
manila, No. 3 hardware grade, 13c, per Ib. 
Sisal, No. 1 grade, 13c. per Ib.; sisal, No. 2 
grade, llc. per Ib. Bolt rope, 20c. to 22c. 
per Ib. 

Lath yarn, 13c. to lic. per lb. Jute wrap- 
ping twine, 18c. to 23c. per Ib. India hemp 
twine, No. 6, 15c. to 17c. per Ib. 


Screws.—Stocks appear ample, and 
general interest is increasing. 


Jobbers’ quotations f.o.b. New York: 

Wood Screws.—Flat head, bright, 7744-15 
per cent; flat head, galvanized, 62%4-15 per 
cent; round head, blued, 75-15 per cent; 
round head, nickeled, 65-15 per cent; round 
head, brass, 70-20 per cent; flat head, 
brass, 72%4-20 per cent; round head, brass, 
nickeled, 65-20 per cent. 

Machine Screws.—lIron, flat and round, 
80-10 per cent; brass, flat and round, 75 per 
cent. 

Cap screws, 75 per cent. 

Set screws, 75-5 per cent. 


Shovels.—The general line of shovels 
and scoops are receiving more consist- 
ent attention. Stocks are said to be 
in moderately good condition. Reports 
indicate early futures on snow shovels 
and furnace scoops. 


Jobbers’ quotations f.o.b. New York: 

Long handled, steel snow shovel, $4.50 per 
doz.; D handled, steel snow shovel, $5.50 per 
doz.: D handled, hollow back, furnace scoop, 
$5.75 per doz.; long handled, hollow back, 
furnace scoop, $5.75 per doz.; riveted back 
furnace scoop, long handled, $10.50 per doz.; 
D handled, $10.50 per doz. 


Sleds.—Jobbers are already receiv- 
ing orders for sleds. Prices are steady 
and there is every indication of a good 
season for this class of goods. Stocks 
are fair. 
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Jobbers’ quotations f.o.b. New York: 
_ Flexible Fiyer sleds, No. 1, 38 in. long, 12 
In. Wide, 6 in. high, $4.50 each; No. 2, 42 in. 
long, 13 in. wide, 6 in. high, $5 each: No. 3, 
47 in. long. 14 in. wide, 7% in. high, $6.50 
each; No. 4. 52 in. long, 14 in. wide, 7% in. 
high, $7 each. Junior Racer, 49 in. long, 12 
in. wide, 642 in. high, $5.50 each: Racer, 57 
in. long. 13 in. wide, 7% in. high, '$6.75 each; 
No. 5, 63 in. long, 16 in. wide, 8 in. high, 
$9.50 each. No. 4, with one pair of foot 
rests, $7.75; No. 5, with two pair of foot 
rests, $11. Discount of 25 per cent from 
factory, 3313 per cent from New York stock. 

Spring Balances.—Up to the present 
the demand for this class of goods has 
not been as heavy as expected earlier 
in the season. Interest increased, how- 
ever, during the past week or two. 

Jobbers’ prices f.o.b. New York: 

Sportsmen’s sp balances, brass, nickel 
plated, capacity 15 by % Ib., $4.75 per 
doz. saat, 

Straight spring balances, brass fr ’ 
weigh 25 Ib. by 4 Ib.. $1.50 per yr bm 
weigh 50 lb. by 1 Ib., 
100 Ib. by 1 Ib., $48 per 
Ib. by 1 Ilb., $69 per doz 

Iron clad ice balances, iron case, japanned, 
brass nickel plated dial, to weigh 200 Ib. by 
5 Ib., $4.50 each net; to weigh 300 Ib. by 5 
lb., $5.25 each net; to weigh 400 Ib. by 5 Ib., 
$5.75 each net. 

Circular spring balance weighs 10 Ib. by 
ounces, enameled dial, 6% in., nickel plated 
rim, porcelain enameled pan, 1(' in., $2.40 


each net. 1 
enameled dial, 6% 


} per doz.; to weigh 
doz.; to weigh 150 


Circular spring balanc: 
10 lb. by ounces, 
scoop, 7x 10x 2% in., $3 each net. Circular 
spring balance weighs 40 Ib. by 2 ounces, 
white enameled diahk 6% in., galvanized 
scoop, 18 x 14 x 7 in., $5 each net. Circular 
spring balance, brass front. weighs 20 Ib. 
by ounces, pan 11 in. in diameter, $3.25 


each net. 

Strainers.—More interest is being 
shown for strainers of all kinds. Prices 
are firm and stocks ample. 

Jobbers’ prices f.o.b. New York: 

Wood handle strainers, high grade, 30 
mesh, twilled cloth, maroon handle, 2% in., 
80c. per doz. ; same, 2% in. handle, 85c. per 
doz.; 3% in. handle, $1.05 per doz.; 4 in. 
handle, $1.25 per doz. Flat bottom strainers, 
30 mesh, twilled cloth, maroon handle, 2% 
in., 80c. per doz.; 2% in., 92c. per doz. 

Stove Pipes and Elbows.—In the sub- 
urban districts dealers report that they 
expect a good business and so are or- 
dering fair sized stocks. The reduc- 
tions of last week announced by most 
jobbers caused more interest during the 
past week. 

Jobbers’ prices f.o.b. New York: 

Stove pipe, black iron, No. 28 gage; 12 
lengths to a_ bundle, 4 in., $1.60; 4% in., 
$1.75; 5 im., $1.95; 5% in., $2.25; 6 in., $2.50 
each per doz. lengths. 

Elbows, black iron, No. 28 gage: 13 
lengths to a bundle, 4 in., $1.60; 4% in., 
$1.70; 5 in., $1.80; 5% in., $2.10; 6 in., $2.25 
each per bundle of 12 lengths. 

Tree Holders.—At present interest 
for this class of goods is light. Job- 
bers expect a good demand later, but 
do not predict any price changes. 

Cast iron tree stands, 
with gold bronze, 2 in. opening, $10 per doz, 
net; 3 in. opening, $16.75 per doz. net; 
“Gem” tree stand, $5.75 per doz 

Toys.—One local jobber in toys re- 
ports that 75 per cent of his normal 
holiday business is already on the 
books for delivery late in November 
or in early December. This is consid- 
ered a very good indication that the 
holiday season will be good. 

Window Glass.—With the increase in 
building operations more demand has 
come for window glass. Local jobbers 
expect a very good fall business. 

Prices to retailers, f.o.b. New York: 

B single window glass, 82 per cent dis- 
count. 

B double glass, 85 per cent discount 

A double and single glass. 82 per cent. 

All of these discounts are from the stand- 
ard prevailing list price. 


japanned striped 





Otfice of HARDWARE AGE, 

1505 Otis Bldg., 
Chicago, Sept. 6. 
TA TISTICALLY, at least, things are 
s) looking up in the building activities 
of Chicago. August hung up a record 
of more building permits issued than in 
any other August for the past seven 
years. In other words, more prospec- 
tive buildings took the first step dur- 
ing last month than in any similar pe- 
riod since the World War. 

One enterprise of 700 two-story flat 
buildings is under way in Austin, a 
suburb of Chicago, and there are other 
projects of considerable size under con- 
struction. But, on the other hand, it 
must be admitted that real sales of 
builders’ hardware are nowhere near 
the peak as yet. There are signs, how- 
ever, which are encouraging and the 
actualities will come later. 

There is, however, quite a good 
movement in fall goods. Trade is prob- 
ably as good from the wholesaler’s 
viewpoint now as it has been any time 
since the spring demands were best, 
and it is likely to be good for weeks 
to come, as this is just the start of the 
fall season. Retailers should soon no- 
tice a pick-up in business, although the 
weather at this writing is not such as 
to stimulate fall demands. But school 
is starting and there will soon be good 
sale for a diversified line of fall mer- 
chandise. 

Collections have shown somewhat of 
an improvement and it is thought that 
there will be diminishingly less cause 
for complaint on this score. 

Prices on the whole are quite firm, 
there being an absence of any impor- 
tant changes in this report. 

The unemployment situation in Chi- 
cago is better, a decrease in idleness 
of about 7.5 per cent being noted for 
August, while the nation-wide change 
was a little over 1 per cent. It is 
thought by some economists that there 
will be considerably less unemployment 
during the coming weeks. 

Automobile Accessories.—There is 
not any important change in the situ- 
ation. There is still quite good demand 
for staples and little business in the 
knick-knacks or novelties. Prices seem 
firm all along the line. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Reliable jacks, No. 46, $3 each, $34 
doz.; De Luxe long handled jacks, $8.50 
each; No. 1 standard jacks, $3.25 each; 
twin-cylinder foot pumps, $1.25 each; Sim- 
plex jacks, $2.10 each; Stewart hand horns, 
$4 each: Howe spotlights, $4 each; Weed 
chains, 30 x 3%, $5 per pair, with 25 per 
cent off in lots of one dozen pairs and 33% 
per cent off in lots of more than one doz. 
pairs; Rid-O-Skid chains, $2 to $2.65 per 
pair; inner tubes, red, 30 x 3%, $2.50 each; 
gray tubes, 30 x 3%, $2.05 each; Lyon 
bumpers, $10.25 each: Bethlehem spark 
plugs in lots of 100 special type, 43c. each: 
Mica type Bethlehem, 74c. each; standard 
porcelain Bethlehem plugs, 55c. each; Her- 
cules Giant plugs, 55c. to 60c. each; Her- 
cules Junior plugs, 27c. to 35c. each; HelFi 
standard plugs, 45c. to 52c. each; HelFi 
tractor plugs 83c. to 97c. each; A. C. Titan 
plugs, 58c. each; A.C. Cico plugs, 48c. each: 
Splitdorf plugs, 70c. to 78c. each: United 
Junior plugs, 40c. each; Champion X plugs, 
Sc. each; Champion O plugs, 50c. each; 
Champion heavy duty plugs, 57c. each. 


Axes.—Sales are very good and 
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should be better as the actual season 
gets under way. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Unhandled axes, 3 to 4 Ib., $14.50 
base; good quality black unhandled axes, 
same weight, $13.50 base; single bitted 
handled axes, $16 to $22.50 doz. 

Alarm Clocks.—Renewed interest is 
shown in this line and there is no rea- 
son why business should be anything 
but good for months to come. 

We quote from jobbers’ stocks, 
Chicago: America, $13.08 doz. lots; cases, 
$12.48 doz.; Bunkie, $25.08 doz. lots; cases, 
$24.60 doz.; Lookout, $16.08 doz, lots, cases, 
$15.48 doz.; Sleepmeter, $17.52 doz.; cases, 
$16.92 doz. 


Agricultural Tool Handles.—Save on 
shovel handles, the demand is about 
past. It is expected that there will be 
lower prices for next season. 


f.o.b. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural tool handles, 4% X 
plain, $3.50; X bent, $3.90; XX bent, $5.35; 
41%4 bent hayfork strap and ferrule, $7; 4% 
manure fork, handle strap and ferrule, $7 
doz. 


Bicycles and Tires.—New season 
prices have not been announced as yet, 
but will be some future day, and it is 
thought that sales will be very good. 

Builders’ Hardware.—There has been 
no appreciable change in the situation. 
Prices are the same and there is some 
movement of goods, but it is not 
heavy. The demands for repairing are 
quite good and there is some new work 
under way, but not enough to cause 
good volume of sales. 

Cotton Gloves.—It seems doubtful if 
present low prices can be maintained 
in the face of a stiff cotton market, 
but there are no price raises at this 
time. 

We quote from jobbers’ stocks, 


Chicago: 6 oz. knit wrist gloves, $1 
8 oz., $1.20 doz.; 10 oz., $1.40 doz. 


Copper Rivets and Burrs.—The pres- 
ent copper price is practically a low 
record mark. Rivets are selling at pre- 
war figures and naturally there is a 
good demand. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Standerd sizes and packages, 50 
per cent discount. , 

Chains.—There is no extraordinary 
demand for chains. Prices are un- 
changed. 

We quote from jobbers’ 
Chicago: Proof coil chain, 1 in. base, $8.50 
per 100 lb.; American Weldless and Tenso 
and Lock Link chains, 50 per cent off list. 

Cutlery.—Good interest continues to 
be shown in cutlery and there are all 
kinds of reasons for expecting this de- 
mand to keep up for some months to 
come, until the holiday requirements 
are filled. Pocket knives are moving 
well and at prices that are pleasing. 
There is said to be no prospect of any 
lower prices this year. 

Cooking Utensils.— Softening of 
aluminum prices by many big manufac- 
turers has had the effect of helping 
business. There is a fair amount of 
business in enameled ware. 

Eaves Trough and Conductor Pipe.— 
There has been very satisfactory busi- 
ness in this material and it is not to 
be wondered at, for prices are real low. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: 29-gage lap joint eaves trough, 


f.o.b. 
doz.; 


stocks, f.o.b. 
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$4.75 per 100 ft.; 29-gage 3 in. corrugated 
conductor pipe, $4.80 per 100 ft.; 3-in. cor- 
rugated conductor elbows, $1.55 per doz. 

Files—New quotations are helping 
to brace business in files. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Nicholson files, 59-10-10 per 
cent off; American files, 66% per cent off; 
Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off fist. 

Flint Paper and Cloth.—There really 
has been quite a good demand for this 
material and it is still being enjoyed. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality flint paper, No. 06, 
$4.50 per ream; first quality emery cloth, 
No. 0, $27 per ream. 

Galvanized Ware.—The demand for 
tubs and pails continues in quite satis- 
factory volume. Coal hods are carry- 
ing a Nov. 1 dating. Stocks are low 


in all kinds of staple galvanized ware. 


Glass—From now until Dec. 1 
should show a good volume of business 
in glass. Demand should be on the in- 
crease. Manufacturers have not made 
any change in prices. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A, all sizes, 8) per 
cent off; single strength B, all sizes, 81 per 
cent off; double strength A, all sizes, 83 
per cent off; double strength B, all sizes, 
83 per cent off; putty in 100-Ib. kits, $4.75; 
commercial putty $4.10; glaziers’ points, 
Nos. 1, 2 and 3, one doz., 75c. 

Hatchets.—There is no change in 
prices. Demand is steady, but sales 
are not large individually. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality broad hatch- 
ets, $19 doz.; competitive grades, $13 doz.; 
warranted shingling hatchets, $14.35 doz.; 
competitive forged shingling hatchets, $9.75 
doz. 

Hammers.—Sales are made daily, 
but there are no big transactions. No 
developments in the price situation. 


We quote from jobbers’ stocks, f.0o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $13.50 per doz.; competitive forged 
nail hammers, $7.50 to $10 per doz.; cast 
steel hammers, $4 per doz. 

Hickory Handles.—Prices which have 
been maintained for some time are still 
in effect, with fair demand. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: No, 1 hickory axe handles, $4 doz.; 
No. 2, $2.50 doz.; finest selection second 
growth white hickory axe handles, $6 doz.; 
special white second growth hickory, $5 
doz.; No. 1 hatchet and hammer handles, 
80c, doz.; second growth hickory hatchet 
and hammer handles, $1.40 per doz. 

Hose.—Advances in the price of cot- 
ton are expected to stiffen the quota- 
tions on hose, although there is no 
change at this time. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: % in. molded reel hose, good qual- 
ity, 13%c. ft.; % in. 3 ply, good quality duck 
hose, 13%c. ft.; % in. 4 ply, good quality 
duck hose, l6c. ft.; % in. 5 ply multiple 
hose, 10'%4c. 


Lanterns.—Quite good business is 
reported. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Monarch tin lanterns, hot blast, 
$9.50 per doz.; No. 2 Dietz cold blast lan- 
terns, $14.50 per doz.; with large founts, $16 
per doz.; best tubular lanterns, $9.59 per 
doz.; Competition lanterns, No, 0 tubular, 
$7.80 per doz. 

Ice Skates.—A thorough canvass of 
the trade has been made and very 
many dealers have placed their orders. 
Prices are the same. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Men’s and boys’ key clamp rocker, 
best steel runners, bright finish, 91c. per 
pair; men’s and boys’ key clamp rocker, 
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steel runners, nickel plated, $1.18 per pair; 
men’s and boys’ key clamp hockey, polished 
cast steel runners, $1.24 per pair; children’s 
extension, 55c. per pair; women’s and girls’ 
half key clamp rocker, $1.15 per pair; 
women’s and girls’ half key hockey, $1.51 
per pair. 


Nuts and Bolts.—Just the usual de- 
mand is noted at prices which are un- 
moved. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 50-10 per 
cent off list; small carriage bolts, 60 per 
cent off; large machine bolts, 50-10-5 per 
cent off list; small sizes, 60-5 per cent off 
list; stove bolts, al! sizes, 70-5 per cent off. 

Nails.—There is steady demand, but 
there is an absence of any big business 
in nails, which are carrying the same 
price as last week. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.50 per keg 
base. 

Picks and Mattocks.—Prices are 
down as low as they are expected to 
go for some time. The sales are light 
at this season. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted picks, 5 to 6 Ib., $9.80 
doz.; regular grade, $6.30 doz.; warranted 
mattocks, 5 Ib., $11.20 doz.; regular grade, 
$7.20 doz. 

Paints.—Linseed oil is off about 3c. 
a gallon. Turpentine is 2c. stronger 
and there is no change in the price of 
denatured alcohol or white lead. 


We quote from jobbers’ stocks, f.0.b 
Chicago: Raw linseed oil in barrels, 84c. 
gal.; five barrel lots, 80c. gal.; boiled lin- 
seed oil in barrels, 86c. gal.; five barrel lots, 
82c. gal.; pure turpentine, 80c. gal.; white 
lead in 100-lb. kegs, 12%c. Ib.: dry paste, 
je. lb.; white shellac, $3.25 gal.; orange 
shellac, $3 gal.; English Venetian red, $3.75 
to $8.25 per 100 Ib. 


Roller Skates.—Sales are quite good 
at the recently reduced prices. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball-bearing roller skates, 
$1.86 pair; girls’ ball-bearing roller skates, 
$1.95 pair. . 

Rope.—The demand for rope shows 
some decrease over a few weeks ago. 
There is no new development in price. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila _ rope, 
standard brands, 15%c. to 16%c. Ib. base; 
No. 2 manila rope, 14%c. to 15%c. per Ib. 
base. Highest quality sisal rope. standard 
brands, 12%c. to 14%c. per Ib. base; No. 2 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Sept. 19, 1921. 

UGUST, from the standpoint of 
IX. gross sales, was a far better month 
than most retail and wholesale hard- 
ware dealers in New England antici- 
pated. As compared with August, last 
year, the showing is less favorable than 
when comparison is made with August, 
1919, but last year’s sales record, it will 
be recalled, was exceptional and the 
trade had no idea it could be equaled 
again, consequently dealers were not 
disappointed. Generally speaking, job- 
bing houses report August sales as in 
excess of those for the corresponding 
period in 1919, which, when the trend 
of prices last month is taken into con- 
sideration, is a remarkably good show- 
ing. The deduction is that both the 
wholesale and retail trade are selling 
more merchandise than in 1919. This 
month so far is showing up better than 
August. 
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sisal rope, standard brands, lle. to 12%c 
per Ib. base 

Shovels and Spades.—Future sales 
are being made. There is no expecta- 
tion of any change in price for some 
months to come, it is said. 

Sporting Goods.—Fall sporting goods 
are selling in very fine volume and 
with every indication of business con- 
tinuing good. 

Singletrees.—There is a good demand 
in this field and prices have been well 
reduced. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 34-in. strap and varnished single- 


trees, $9 doz.; 48-in. doubletrees, $12 doz.; 
40-in. neckyokes, $11.50 doz. 


Solder and Babbitt Metals.—Quota- 
tions are given here on standard grades 
only and should not be confused with 
seemingly low prices on grades that 
are not up to standard. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Warranted 50-50 solder, $19 per 
10) Ib.; medium., 45-55 solder, $18 per 100 
Ib.; tinners’ 40-50 solder, $17 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.; 
standard No. 4 babbitt metai, $7 per 100 Ib. 


Sledges, Mauls, Wedges.—Demand for 
chopping mauls and wedges has begun 
to be felt. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Striking and B.S. sledges, 5 to 16 
ib., $10 per 100 lb.; wood-chopping mauls, 
5 to 8 Ib., $13 per 190 lb.;: common fluted 
wedges, 3 to 6 Ib.. $7.50 per 100 Ib. 

Sash Weights.—Sales are very good 
and prices are considered to be really 
attractive. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Ton lots, $37.50 per ton; small 
lots, $40 per ton; stock shipments, $42.50 


per ton 

Stove Boards.—Dealers are covering 
their wants on stove boards at the 
same level of prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Crystal wood lined square stove 
boards, 26-in., $14.45; 28-in., $16.95: 30-in., 
$19 doz.; Crystal paper lined square boards, 
26-in. $8.15; 28-in., $9.10; 30-in., $10.80 doz. 


Sash Cord.—Advances of 3c. to 4e. 
per lb. are reported. Mills are operat- 
ing at increased capacity. Some report 
orders ahead for from six to eight 


weeks. 
BOSTON 


That the retail trade is on a sound 
financial basis is verified by collections, 
according to the jobbing houses. In a 
great many other lines of business peo- 
ple have complained right along about 
the credit situation. It has been ex- 
tremely difficult to secure money due 
from firms, and a man with something 
to sell has had to be cautious with whom 
he did business because he has had to 
keep assets as liquid as possible to make 
both ends meet, due to constant cut- 
ting of prices to meet competition. In 
the hardware distributing trade funda- 
mental business conditions are very 
much less strained. The jobber, to be 
sure, has watched accounts very care- 
fully, but we hear of very few, if any, 
-ases where he has absolutely refused to 
sell a retail dealer goods because the 
latter’s credit is poor. On the contrary, 
the average retail hardware dealer has 
purchased merchandise in such small 
quantities he is experiencing no diffi- 
culty whatever in meeting current lia- 
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We quote from jobbers’ stocks, f.o.b. 

Chicago: Standard grades No. 7 sash cord, 

$8.20 doz. hanks; standard grade No. 8, 
$9.50 doz. hanks. 


Screws.—Just the usual run of busi- 
ness at no price change. 


: We Lote from jobbers’ stocks, 
Chicago: Flat head bright screws, 77 
per cent t 


t list; round head blued, 20 
per cent ft st: tlat head brass, 72%-2 
per cent olf; round head brass, 70-20 per 
cent off; japanned, 70-20 per cent off. 


Traps.—Fall is near and demand for 
traps is not being felt. The prices is- 
sued are considered fair and the man- 





ufacturer jobber are looking for- 
ward to a good business in traps this 
season. 

We quote jobbers’ stocks, f.o.b. 
Chicago:: Ne tor, $1.71: No. 1 Victor, 
$2.01; No. 1 Giant, $2.56: No. 1% 
Victor, $3.05; Oneida Jump, $2.37; 
No. 1 Oneida $2.75; No. 1% Oneida 


Jump, $4.12; N 
Triumph, $2.01 
No. 115X Clutch, 3 


Tools.—Smal! tu ire selling quite 
well all down through the line. 
Wheelbarrows.— There is no big 


umph, $1.71: No. 1 
Triumph, $3.05; 


movement of barrows and no price 
change. 
We quote from jobbers tocks, f.o.b. 


Chicago: Common wood tra irrows, $3 
each; steel tray barrows, $4.50 «ach; steel 
leg garden barrows, $5.50 cacl 

Wringers.—Sales are quite satisfac- 
tory at no price change. 

Washing Machines.—There is some 
cutting in the electric washing machine 
field, some concerns evidently having 
a desire to unload. There is fair busi- 
ness in this field and some opinions 
against price reductions of a sharp na- 
ture may be heard. 

Wire Goods.—There is the usual fair 
demand for most staple wire goods. Of 
course, the wire screen season is about 
past. There is nothing new in the price 
situation. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 2 black annealed wire, $5.25 
per 100 Ib.: galvanized barbed wire, $4.15 
per 100 Ib.: 12-mesh black painted wire 
cloth, $2.50 per 100 sq. ft.; poultry netting, 
40-10 per cent off: galvanized after weav- 
ing. 40 per cent off; catch weight spool gal- 
vanized cattle wire, $1.15 per 100 Ib.: 80 rd. 
spool galvanized hog wire, $3.60 per spool: 
No. 8 galvanized plain wire, $3.75 per 100 1h 





bilities as they fall due, thereby taking 


advantage of all discounts offered. 
With retail stocks small and retail cred- 
its in a healthy condition, one certainly 
is not justified in taking anything but a 
hopeful view of the future. 
Manufacturers of hardware are be- 
lieved to have passed through the worst 
of the business depression. Stocks of 
raw materials and labor have been well 
liquidated, consequently it is reasonable 
to assume that lower transportation 
charges must materialize before the 
manufacturer can reduce his selling 
prices much further. Six months or 
longer ago, many American manufac- 
turers were inclined to look for lower 
transportation charges before the close 
of 1921, but to-day they seem to think 
differently. It is to be expected further 
downward readjustments in manufac- 
turers’ prices will be announced this 
year, but such changes, according to 
banking houses, will be confined very 
largely to those industries in which the 
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readjustment has been backward. The 
banks are free in stating their belief 
that fundamental industries have been 
liquidated. 

Another week should witness some 
fairly important price changes, unless 
all indications fail, but most of them 
will come in lines not affected to any 
great extent heretofore. Another week 
also should witness New Englanders 
back on the job after vacations; the 
wheels of industry busier; the general 
public spending its money for something 
else than a good time. 

Ammunition.—While the sale of guns 
is more or less limited, according to 
those retail dealers we have talked with 
since last reports, there is a very good 
call for all kinds of ammunition. Sea- 
sons when different kinds of birds can 
be shot are drawing nearer and lovers 
of the game are getting ready to get 
into it again. That means they are 
looking over supplies of ammunition, 
etc., and replenishing when necessary. 
People who ought to know con- 
servatively state more people than ever 
will do shore and brush shooting this 
year because they will have a greater 
opportunity to do so, whereas last year 
and the year before that everybody was 
so busy making money the birds were 
forgotten in the rush. 


We quote from jobbers’ stocks: Metallic 
ammunition, 18 per cent discount, f.o.b. 
Boston. Loaded shells, 15 and 1% per cent 
discount, f.o.b. Boston. Drop shot, smaller 
than B, $2.10 per bag; B and larger, $2.35 
per bag; air rifle shot, in tubes, $4.04 per 
Boy Scout shot, in tubes, $4.10 per 


case: 
case. 

Automobile Accessories. — Notwith- 
standing that registration of pleasure 
automobiles in Massachusetts and other 
New England States this year has 
broken all previous records, local hard- 
ware jobbers report sales of accessories 
as only fairly good. They attribute the 
condition of business to the fact that 
dealers are buying from hand-to-mouth, 
fearing they will get caught with high- 
priced merchandise on their hands. 
They also report the tendency of prices 
as generally downward, but with no 
conspicuous weakness anywhere. On 
the other hand, retail hardware dealers 
who make a specialty of accessories ap- 
parently are doing an excellent busi- 
ness. This indicates light retail stocks. 

Axes.—Orders being taken for axes 
by the local jobbing houses are showing 
up better. Business is by no means 
brisk as yet, but more and more indi- 
vidual orders are received daily and 
in at least certain instances some cut- 
ing down in stocks on hand is noted. It 
is generally believed that stocks in re- 
tail hands are smaller than they have 
been before in years. 

We ote 
hit axe 
double bit a 


out handles. 

Blacksmiths’ Supplies. — Continued 
good business is noted in all kinds of 
blacksmiths’ supplies. Individual or- 
ders in a majority of cases are for small 
amounts of merchandise, but in the ag- 
gregate these are quite satisfactory. 
Certain kinds of horseshoe nails are in 
especially good demand, prices at which 


from jobbers’ stocks: Single 
tandard, $15 per dozen base; 
xes,, $19 per dozen base, with- 


HARDWARE AGE 


they are offered evidently attracting 
buyers. 


We quote from jobbers’ stocks: 

Anvils.—Standard makes, 20c. per Ib. 

Axles.—Square bed, drawn bed and one- 
piece, under 2%-in., 18c. per lb; square 
bed, drawn bed and one-piece, 2%-in. and 
3-in., 14c. per Ib. 

Horseshoes.—We quote from _ jobbers’ 
stocks: Standard makes in 100-lb. kegs to 
dealers in Maine, New Hampshire, Ver- 
mont, Massachusetts and Rhode ‘Island 
points, $7 per keg base. Base prices are 
for No. 2 or larger. To Connecticut black- 
smiths and consumers the base price is 
$6.75 per 100 lb. keg. ‘No freight is allowed 
on store shipments. 

Fancy Shoes.—Side weight, $11.50 per 
keg; track side weights, $11.75; toe weights, 
$10.25; steel shoes, $8.75; toe creased, $7.25; 
side wear, $9.25; calked, $9.25; extra light 
calked, $9.75; iron countersunk, $7.75; steel 
countersunk, $9.50; tips, $8.75; light driv- 
ing, $8.75; featherweights, $8.75; all as- 
sorted shoes, 50c. per keg extra. 

Welded Toe Calks.—Dull, $2 
sharp, $2.25; blunt heel, $2.25; 
$2.50. 

Bolts and Nuts.—For the first time 
in many weeks, those dealers reporting 
all say the demand for bolts and nuts 
is on the mend. To be sure it is a 
long way from brisk, yet it is sufficient 
to lend considerable encouragement to 
the distributing trade. With the im- 
proved tone to trade has come a general 
change for the better in sentiment. 
Jobbers are less inclined to shade prices 
than they were prior to Labor Day. The 
attitude of the jobbing trade is all the 
more interesting in view of certain 
notices received this week from New 
England manufacturers telling of a 
further cut of 10 per cent in producers’ 
prices on semi-finished nuts, etc., and 
the continued willingness on the part 
of one of the largest mills to shade quo- 
tations. 

We quote from jobbers’ stocks: Machine 
bolts with H P nuts, % x 4-in., smaller 
and shorter cut threads, 60 per cent dis- 
count; larger and longer. 50, 10 and 5 per 
cent discount; with C T D nuts, 50 per cent 
discount; tap bolts, 10 per cent discount; 
common carriage bolts, small, 50 and 10 
per cent discount; large, 50 and 5 per cent 
discount; stove bolts, 50 and 10 per cent 
discount; bolt ends, 50, 10 and 5 per cent 
discount; tire bolts, 60 per cent discount. 

Nuts, H P square, blanks, $2.50 per 100 
lb; tapped, $2.25; C P C and T square, 
blank, $2.50; tapped, $2; semi-finished hexa- 
gon nuts 9/16-in. and smaller, 75 per cent 
discount; larger 70 per cent discount: 
finished case hardened nuts 60 and 10 per 
cent discount; machine screws, nuts, iron, 
list; machine screws, nuts, brass, 25 per 
cent discount. 


Clocks.—Clocks of all kinds, but espe- 
cially alarm styles, are moving out of 
local stocks slightly more freely. The 
individual order, however, usually calls 
for small numbers of each style. Quite 
a number living in this country look 
upon foreign clocks in much the same 
manner as they do on watches. That 
is, they figure if anything goes wrong 
with the clock or watch there is either 
no comeback or a great deal of trouble 
and possibly expense in making neces- 
sary repairs. F'or these reasons, the 
great horde of American buying people 
still stick closely to the product made 
in this country. 


We quote from jobbers’ stocks: 

Alarm.—Westclox, America, in less than 
dozen lots, $1.20 each: in dozen lots, $1.13; 
in cases of forty-eight, $1.09. Sleepmeter, 
less than dozen, $1.57; dozen, $1.53; case, 
$1.47. Lookout, less than dozen, $1.44; 
dozen, $1.39; case, $1.34. 3unkie, less than 
dozen, $2.22; dozen, $2.18; case, $2.14. Bingo, 
— dozen, $2.48; dozen, $2.41: case, 


Alarm.—Waterbury, Call, in less than 


per box; 


sharp heel, . 
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dozen lots, $1.50; in dozen lots, $1.36; in 


cases containing fifty clocks, $1.29 each, 
Vigilant, white dial, $1.88; radium dial, 
$2.56. Daybreak, $2.13. Turnout, radium 
dial, $2.19. Cyclone, $2.91. 

Alarm.—New Haven, Tattoo, $2.25 each; 
oval brass or silver plated, $2.90. 

Wood time clocks, $3 to $4.50 each. 

Cutlery.—People in charge of local 
jobbing house cutlery departments say 
this month has started off much better 
than did August. The demand ap- 
parently is not running to any one kind 
of cutlery, but is more general than it 
has been in several months, an indica- 
tion that retail stocks have run low. 
The American public the past few years 
has been educated to the value of good 
cutlery, consequently it is not always 
easy to sell them anything else. Stain- 
less table and grapefruit knives are 
selling better than ever before. 

Drills and Reamers.—A slightly freer 
movement of drills and reamers out of 
stoek is noted. Inasmuch as a majority 
of the wholesale and retail firms are 
well stocked, it probably will be some 
time before the better demand is re- 
flected in the production field. 

We quote from jobbers’ stocks: 

Drilis.—Carbon, sizes up to 1s-in., tap- 
ered and straight shank, 50 and 5 per cent 
discount; bit stock drills, 50-10 per cent 
discount; center drills, 50 per cent discount; 
drills and countersinks combined, 10 per 
cent discount; ratchet drills, 20 per cent 
discount; wood boring brace bits, 45 per 
cent discount; high speed, wire gage and 
letter sizes, plus 5 per cent; straight and 
tapered shank, 1/16 to %-in., plus 15 per 
cent; 33-64 and larger, plus 15-10 per cent; 
all other kinds of drills, 50 per cent dis- 
count. 

Reamers.—Bit stock, 30 per cent 
count; bright square and T S standard 
makes, 65 per cent discount; chucking, 25 
per cent discount; tapered pins, 49 per cent 
discount; escutcheon pins, 45 per cent dis- 
count; shell fluted rose and socket ream- 
ers, 20 per cent discount. 


Door Hangers.—Jobbers strongly in- 
timate there will be a change in their 
quotations on door hangers before the 
close of another week. 

Galvanized Ware.—Ash cans, coal 
hods and garbage cans apparently top 
the list in point of activity in the mar- 
ket for galvanized ware. Salesmen re- 
port retail dealers holding back in an- 
ticipation of lower prices. They also 
report average retail stocks as small, 
consequently business should be excel- 
lent when the trade is convinced it is 
time to buy. Local jobbers’ stocks are 
far from excessive and any sudden in- 
flux of retail orders possibly would 
catch some houses off their guard. 


We quote from jobbers’ stocks: 

Ash Cans.—Galvanized, with three stays, 
18 x 26-in., $5 each: Sexton cans, $3.50 
each. 

Coal Hods.—Japanned, with wood 
dles, 15-in., $390 per doz.; 16-in., $4.24 
in., $4.64; galvanized. with wood handles, 
15-in., $5.40; 16-in., $5.95; 17-in., $6.40; 18- 
in., $6.90. 

Pails.—Eight-qt., $2.35 per doz.; 1%-qt, 
$2.66; 12-qt., $2.93; 14-qt., $3.29: heavier 
pails, 40 lb. to the doz., $4.28; 50 Ib. to the 
doz., $5.50. 

Tubs.—Galvanized, 
doz; No. 300, $13.78. 

Garbage Cans.—Galvanized, No 
per doz.; No. 2, $1.48: No. 4, $1.08. 


Grass Hooks.—Leading manufactur- 
ers of grass hooks have notified the lo- 
cal jobbing trade of a revision in prices 
on next season’s goods. Changes will 
have been made in local quotations by 
the end of another week. 

Heaters.—While it could be better, 


dis- 


nan- 
1 


Li- 


200, $12.35 


No. 


$1.68 
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the demand for oil heaters shows im- 
provement. Buyers, following the re- 
cent announcement of a reduction in 
prices by the manufacturers, evidently 
have been convinced the market is on 
bottom, and that the sale of heaters this 
winter will be excellent. The great 
mass of retail hardware dealers have 
not started to cover requirements as 
yet, however. 


We quote 
Perfect heaters, 


stocks: Nesco 
$5.25 list each; 
$6.75; No. 016, $8.10; No. 6190, 
No. 1600, $9.60; No. 1900, $11.85. 
Discount in lots of less than ten, 30 per 
cent; discount in lots of ten or more, 3314 
per cent. 

Iron and Steel.—The demand for iron 
and steel just about holds its own. Job- 
bers report more looking about the 
market by consumers, however, which 
might indicate better business a little 
later. The market is amply supplied 
with most sizes, although in a few in- 
stances dealers are almost out of cer- 
tain ones. They have reordered from 
mills, however, and are expecting de- 
liveries any day. 


from jobbers’ 
No. 12, 


We quote from jobbers’ stocks: 

lron.—Refined, $2.83 per 100 lb. base; 4 
and 5/16-in. round and square, $4.75; best 
refined iron, $4.75; Wayne iron, $7; Norway 
iron rounds, 4 in. to 2% in., $7.10 base; all 
other sizes, $7.75 base. 

Steel.—Soft steel bars, $2.811%4 to $2.83 
per 100 lb. base; flat, $3.83 to $3.93; con- 
crete bars, plain, $2.814% to $2.83; twisted, 
$2.50; angles, channels and beams, $2.81% 
to $2.93; tire steel, $4.20 to $4.70; open- 
hearth spring steel, $5.25; crucible spring 
steel, $11.50; steel bands, $3.46% to $3.93; 
steel hoops, $4.18; cold rolled steel, $4.15 to 
$4.65; toe calk steel, $5.25. 

Quantity differentials, lots under 1000 Ib. 
of a size, 35a. per 100 lb.; lots of 1000 Ib. to 
1999 lb. of a size, 14c. 

Lawn Mowers.—Certain of the manu- 
facturers of lawn mowers are out with 
new season prices. Local jobbers have 
been waiting to see what others will 
do, but it is practically assured another 
week will see a general revision in the 
local market. 

We quote from jobbers’ stocks: Low- 
grade lawn mowers, 14-in., $7 each; 16-in., 

: ‘nedium grade, ball bearing, 16-in., 

each; 18-in., $10.45; better grades, 
ball bearing, 5 blade, 14-in., $17.05; 16-in., 
$18.15; 18-in., $19.25; 20-in., $20.35. 

Lead.—Another advance in its price 
for lead by the American Smelting & 
Refining Co. is the basis for much of 
the talk going the rounds here concern- 
ing new quotations for sheet lead. 
Nothing has been received from the 
makers of the sheets that would indi- 


of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Sept. 12. 
TOTHING more clearly defines the 
exact conditions ruling in the steel 
trade than production of pig iron, which 
is the keystone of the steel trade. Fig- 
ures just made public show that in 
August there was an increase in produc- 
tion of about 90,000 tons of pig iron 
over July, in fact this is the first in- 
crease in output of pig iron shown in 
many months, each month heretofore 
having shown a falling off over the 
Previous month. The fact that pig iron 
in August showed a gain over July is 


Office 
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cate a change in prices within the im- 
mediate future. 

We quote from jobbers’ 
lead, llc. per Ib. base. 

Nails.—A decidedly firmer feeling ex- 
ists here in the market for wire nails, 
and some jobbers go so far as to predict 
an advance of 25c. to 50c. per keg in 
quotations within the near future. It is 
understood some of the Pittsburgh mill 
interests have advised jobbers to cover 
on wire nail requirements, which is gen- 
erally believed to foreshadow an ad- 
vance in prices. The demand for wire 
nails is not noticeably better than it 
was before Labor Day. It is an estab- 
lished fact, however, that mills have 
been selling nails for considerably less 
than cost. Any upward revision in wire 
nail quotations probably would have 
more or less influence on prices for 
other kinds. 


We quote from jobbers’ stocks: Wire 
nails, per keg, from the store, $3.85, base, 
f.o.b. Boston; cut nails, $4.50 per keg, base. 
Tremont schedule of extras same as here- 
tofore. 


Pipe Sets.—The Armstrong Mfg. Co., 
Bridgeport, Conn., and other makers of 
pipe sets have issued new price lists 
which show an average decline of 10 
points, or from 35 to 45 per cent dis- 
count. 

Screens and Screen Doors.—It is 
strongly intimated next season’s prices 
on screens and screen doors will be an- 
nounced by the jobbing trade before the 
close of another week. It is admitted 
that some of the manufacturers have 
come out with new schedules. 

Scythes.—Next season’s prices on 
scythes will have been made public be- 
fore the next issue of HARDWARE AGE, 
unless all signs fail. It is intimated 
here the new prices will show a slight 
decline. 

We quote from jobbers’ stocks: 
solid steel, grass, $19 per doz.; 
bramble, $19.50 per doz. 

Sheets.—Local jobbers have reduced 
prices on blue annealed sheets 10c. per 
100 Ib. to $3.73 for No. 10, and have 
cut prices on black sheets 50c. and on 
galvanized 25c. The new prices simply 
are in keeping with those recently an- 
nounced by the sheet mills, and are in 
no way based on the demand, which 
generally is reported as quite a little 
better. 

Wwe 


stocks: Sheet 


Sevthes., 
brush and 


quote from jobbers’ stocks: 
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pretty good evidence that our state- 
ments for several weeks past, that the 
turn has come in the steel trade, were 
fully justified, and further it is be- 
lieved that output of pig iron in Septem- 
ber will show a considerable gain over 
August. Since Sept. 1, four or five 
more blast furnaces in the Pittsburgh 
district that have been idle for some 
months, have gone in blast, and three or 
four more stacks are getting ready to 
start, and will go in before this month 
is out. There has also been some in- 
crease in output of semi-finished steel, 
and in finished steel products as well, 
so that taken as a whole, the steel trade 
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Sheets.—No. 10 blue annealed, $3.75 per 
ewt.; No. 28, black, $4.25 per cwt.; No. 23. 
Salvanized, $5.25 per cwt. 


Steel Goods.—Leading manufacturers 
of steel goods are understood to have 
issued new prices, and it is understood 
also that local jobbers will readjust 
their lists before the close of another 
week. It is intimated the new prices 
will be guaranteed by the jobbers for 
the new season. 

Thermometers.—A slight imprové- 
ment is noted in the demand for this 
class of merchandise, but it apparently 
runs largely to medium-priced stock 
High-priced stock moves slowly and 
orders for cheap kinds usually are con- 
fined to small numbers of each style. 
Local stocks are considerably in exces 
of those at this time last year, yet they 
are by no means exc¢ 

We quote 


ssive. 
from jot stocks: 
mometers, house, plats S-in., spirit 
or mercury, $15 per spirit or 
mercury, $21 per doz. , 10 deg. 
plus to 210 deg. plus, to wooden 
box, $7.50 per doz. 

Toys.—Some improvement is noticed 
in the demand for toys in so far as the 
retail trade is concerned. Jobbers this 
week are planning to make a sales drive 
and results will be watched with con- 
siderable interest. Up to the present, 
the rank and file of the retail trade has 
held off pending developments both in 
prices and in indications as to what 
to expect in the way of a toy trade 
this holiday season. 

We quote from jobbers’ stocks: 

Erectors.—No. 00, 35e. each; No. 0, 5 
No. 1, $1.05; No. 2, $1.75; No. 3, $2.45; N 
$7; No. 7, $10; No. 8, $16.67; No. 10, $24.50. 

Wireless Sets.—No. 4004, $3.85 each 

Soldering Outfits.—No. 7001, 67Te. 
No. 7002, $1.67. 

Miscellaneous.—Hydraulic and pneumatic 
engineering, No. 6502, $7 each. Heat ex- 
perimenting, No. 6510, $17.50. Separate 
phone, No. 3507, $3.63. 

Mineralogy.—No. 6550, $5.25 

Motors.— No. P-52 (2 terminal batteries), 
$1 each; No. P-54 (reverse motors), $1.83; 
No. P-58 (4 terminal batteries), $1.58; No. 
P-60-C (transformers), a5 

Window Netting.—Quite an improve- 
ment in the movement of window net- 
ting out of local stocks is recorded. 
The better demand unquestionably is 
based to a large extent on the recent 
reduction in prices, amounting to ee. 
per lb. The market is now on a basis 
attractive to the consumer, and a large 
number of windows will need covering 
this fall and winter. 

We quote from jobbers’ stocks: 
window netting, galvanized hardware 
grade, three-mesh, 5c 


Ther- 


each; 


Cellar 


. base 


is showing more encouraging features 
than it has for many months. Prices 
are still very low, based on high produc- 
tion costs, but further economies in 
costs will be effected by the steel mills 
soon by lower labor and also by lower 
freight rates, which are certain to be 
granted by the railroads between now 
and the first of the new year. 
Operations of the steel and finishing 
mills are showing slow improvement, 
and the mills making sheets, tin plate 
and wire products report they are hav- 
ing a better demand for these products 
than for many months. The American 
Sheet & Tin Plate Co., the largest 
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maker of sheets and tin plate, reports 
that its orders for these products in 
August showed a gain of 45 per cent 
over July, in fact August was the best 
month this company has had in orders 
and operations since last February. 
This concern will operate its sheet and 
tin plate mills to 50 per cent of ca- 
pacity this month, the highest rate of 
operation for some months. It is very 
safe to say that the worst of the se- 
vere depression in the steel trade is 
over, and steady, but slow betterment is 
likely from this time. There is not 
likely to be any advance in prices of 
steel products until demand gets much 
heavier than it is now, and it may be 
well into next summer before this hap- 
pens. se 

Reports as to present conditions in 
hardware, and the outlook for the 
future, are more optimistic than they 
have been in many months. August 
showed a big gain in volume of hard- 
ware business over July, and September 
has started off in a way that indicates 
it is going to show a gain over August. 
Men on the road report that their trade 
is now talking optimism, where before 
it was talking pessimism, and the retail 
merchants as a whole are greatly en- 
couraged, and are making plans for do- 
ing a big business in the fall and win- 
ter.months. The building situation in 
the Pittsburgh district is better, and 
while it is too late in the year for any 
very large building projects to be put 
under way, the number of dwellings and 
small buildings that are under erection 
in this district to-day is larger than at 
any time in some months. 

During the week under review, prices 
for next year on some goods have been 
given out by the manufacturers, and 
these are from 10 to 25 per cent lower 
than the prices on these goods this year. 
Prominent among goods on which prices 
have been named for next year, and 
at lower figures than were in effect this 
year, are: 

Poultry netting, reduced about 10 to 
15 per cent. 

Wire cloth, from 25c. to 30c. per 100 
sq. ft. 

Cloth ventilators, about 25 per cent. 

Scythes, reduced about $3 per doz. 
over this year. 

Lawn mowers, from $1 to $3 each 
lower than this year. 

Ice cream freezers, reduced from 25 
to 33 1/3 per cent over prices this year. 

There have also been lower prices 
named on some other goods, and likely 
within the next week, lower prices will 
be given out on goods for next year on 
which the makers have not fully decided 
‘on what reductions they will make. 

Collections are reported fair, but 
most jobbers and retailers report they 
have more money standing out on their 
books than they had at this time last 
year. 

Automobile Accessories.—The de- 
mand is holding up fairly well, espe- 
cially on standard accessories, such as 
tires, tubes, lenses and spark plugs. 
Lower prices are looked for in the near 
future on some accessories in view of 
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the further cut in prices on Fords and 
other makes of cars. Those who were 
contemplating buying cars on which no 
reduction in prices has recently been 
made are now inclined to wait, believ- 
ing that they will save money by doing 
so. Further cuts in prices on tires and 
tubes are looked for before long. Prices 
quoted by jobbers from stock are as 
follows: 

Reliance jacks, No. 1, $2.33; No. 2, $3.33, 
in lots of 12; A. C. Titan spark plugs, 65c. 
in lots up to 10, and 58e. in lots of from 10 
to 100; Derf spark plugs, 96c. each for all 
sizes, in lots less than 50; Champion X, 
50e. each for less than 100 and 48c. each 
for over 100; Champion regular, 58c. each 
for less than 100, all sizes, and 56c. each for 
over 100. 

Axes.—The new demand is reported 
as only fair, but there is no change in 
prices, which are guaranteed by the 
makers over the remainder of this year. 
Jobbers quote from stock as follows: 

First grade single bitted axes, handled, 
$21 per doz.; unhandled, $17 per doz.; 
double bitted axes, handled, $26.50 per doz.; 
unhandled, $22.50 per doz.; second grade 
axes, single bitted, handled, $19 per doz.; 
unhandled, $16 per doz.; double _bitted, 
handled, $24 per doz.; unhandled, $21 per 
doz. 

Base Ball Goods. — Prices for next 
year on some lines of baseball goods 
have been given out, and as a rule, are 
lower than this year’s prices. Gloves 
have been cut from 10 to 25 per cent on 
standard makes. Prices on base balls 
have not yet been given out, but they 
will be lower than this year. 

Bolts, Nuts and_ Rivets.—Local 
makers report that the number of or- 
ders being placed for nuts and bolts is 
a little larger, but these orders are still 
for small quantities, so that the aggre- 
gate volume of new business is not 
much larger. Local makers are not in- 
clined in all cases to meet the low prices 
being made by makers in other sec- 
tions. They say that in order to meet 
these prices they would have to buy 
their steel bars at abuut 1.50c at mill, 
and so far the best they can do on steel 
bars is about 1.65c. at mill. It is be- 
lieved, however, that prices on nuts and 
bolts are about as low ds they can go, 
unless there should be another cut in 
steel bars. 


Discounts quoted by jobbers from 
stocks are about as follows: 


Large structural and ship rivets, $2.35 to 
$2.50; large boiler rivets, $2.45 to $2.60: 
small rivets, 65, 10, 10 and 5 to 70, 10 and 
10 per cent off list; machine bolts, small, 
rolled threads, 70 and 7% to 70 and 10 per 
cent off list; machine bolts, small, cut 
threads, 65 and 10 to 70 and 5 per cent off 
list; machine bolts, larger and longer, 65 
and 10 to 65, 10 and 5 per cent off list. 
Carriage bolts, % in. x 6 in.; smaller and 
shorter, rolled threads, 65 and 10 per cent 
off list; cut threads, 60 and 10 per cent off 
list; longer and larger sizes, 60 and 19 per 
cent off list. Lag bolts, 70 and 5 to 70 and 
10 per cent off list. Plow bolts, Nos. 1, 2 
and 3 heads, 60 and 10 per cent off list; 
other style heads, 20 per cent extra. Ma- 
chine bolts, c.p.c. and t. nuts, % in. x 4 in.; 
smaller and shorter, 60 and 5 per cent off 
list. 

Rivets.—Rivets, 1c. per Ib. extea for less 
than 200 kegs. Rivets in 100-lb. kegs, 25c. 
extra to buyers not under contract; small 
and miscellaneous lots less than two tons, 
25c. extra; less than 100 Ib. of a size or 
broken kegs, 50c. extra. All prices carry 
standard extras f.o.b. Pittsburgh. 


Builders’ Hardware.—In August, 
1,008 couples took out marriage licenses 
in Pittsburgh, and how all these couples 
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are going to find homes for themselves 
is no doubt giving the happy grooms no 
little concern at this time. In August, 
only 86 permits for the erection of 
dwellings were issued in Pittsburgh, so 
it can be readily seen that new houses 
are not being built as fast as they will 
be needed. The number of new couples 
that are hunting homes is evidence that 
now is the time to build, even if prices 
should show a reduction next year over 
this year. It seems that high rents are 
certain to prevail until the demand for 
houses has at least been partially met. 
Several local makers of builders’ hard- 
ware, and also some jobbers, say they 
are having a better demand, but it is 
largely from districts outside this city. 

Conductor Pipe.—Reports are that 
the demand is better than for some 
time. There is more new building in 
some sections, and also a good deal of 
repair work is being done. For de- 
livery in Central territory, jobbers now 
quote: 


Conductor pipe, crated and nested, ‘ 
per cent off; conductor pipe, crated and not 
nested, 69 per cent off; Ridge Roll crated, 
79 per cent off; Ridge Roll bundled, 81 per 
cent off; Roll Valley, bundled, 69% per cent 
off; Formed Valley, crated, 66% per cent 
off; Box and Roof gutter, 79-10 per cent off. 
An advance of 10 per cent is charged over 
the above prices for less than 500 ft. 
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Field Fence.—Prices for the remain- 
der of 1921 are protected, and makers 
have not yet announced prices for next 
year. These are expected to be about 
10 to 15 per cent lower than this year. 
The present demand is quiet. 

Jobbers quote fence f.o b. Pittsburgh at 
67 per cent off list for carloads for mill 
shipment and 68 per cent off list for less 
than carloads, mill shipment. 

Farming Tools.—Prices for next year 
have not been given out by the makers, 
but are likely to be from 10 to 25 per 
cent lower than this year. At present 
there is very little demand. 

Galvanized Ware.—No further reduc- 
tions in prices have been made, and the 
demand is reported as only fair. Job- 
bers are not carrying very heavy stocks, 
as they believe lower prices on some 
lines may come before long. 

Jobbers quote galvanized tubs with 
wringer attachment, No. 1, $750 per «oz.: 
No. 2, $8.50 per doz.; No. 3, $10.50 per doz.; 
12-qt. pails, $2.65 per doz.; Red Band pails, 
$6.50 per doz. 

Heating Appliances.—The local trade 
in gas and coal furnaces and in oil heat- 
ers and gas heaters has opened up very 
nicely, and all indications are the trade 
in these goods this season will be heavy. 
One local coal and gas furnace house 
reports that it has sold more furnaces 
up to this time than last year, and is 
taking orders every day for fall deliv- 
ery. Prices on heating furnaces and 
stoves are 20 to 25 per cent less than 
last year. The general prediction that 
we are to have a cold winter has in- 
duced many people to install furnaces 
that otherwise might not have done so. 


Ice Cream Freezers.—The new prices 
for 1922 are out, and are from 25 to 
33 1/3 per cent lower than last year. 
Prices being quoted by local jobbers on 
the White Mountain freezers for next 
year delivery are as follows: White 
Mountain, 2 qt., list, $5.65; No. 3, $6.75; 
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No. 4, $8.25; No. 6, $10.45; No. 8, $13.50. 
Prices on Arctic freezers are as follows: 
No. 2, $4.60; No. 3, $5.55; No. 4, $6.80; 
No. 6, $8.60. All these prices are sub- 
ject to a trade discount of 50 per cent. 
These lower prices will no doubt accel- 
erate sales of freezers next year. 

Iron and Steel Bars.—There has been 
no change in the quoted prices on iron 
or steel bars, but, these prices are not 
holding firm in all cases. The demand 
is reported better than for some time. 

Jobbers quote soft steel bars from stock 
at 2.10c. to 2.25c., and common iron bais at 
about 2.75¢. to 3c. for fair sized lots. 

Iron and Steel Pipe——Recently the 
Reading Iron Co., Reading, Pa., and A. 
M. Byers & Co., Pittsburgh, reduced 
prices on wrought iron pipe $10 per ton, 
and all the mills that make iron pipe are 
now quoting the same reduction. As 
yet there has been no reducti;n in prices 
on steel pipe, but local jobbers are giv- 
ing their customers an extra 5 per cent 
discount on steel merchant pipe, and 
about 742 per cent on oil well supplies. 
This is taken to mean that probably 
there will be a general reduction in 
prices on steel pipe in the near future, 
but nothing official on this has been 
given out by any of the steel pipe mills. 
We omit discounts on both iron and 
steel pipe this week, as the market is so 
unsettled, and it is hard to determine 
just what prices are going in small lots. 

Lawn Mowers.—The new prices on 

lawn mowers for 1922 are out, and show 
a reduction of about $1 each on the com- 
petitive mowers, $2 on the medium 
grade, and about $2.50 on the high- 
grade mowers. The demand next year 
is expected to be better than it was this 
year. - 
Paints and Supplies.—Local houses 
report that demand has slowed down a 
good deal; at the same time they say 
their sales in August were larger than 
in July, and much larger than in August 
last year. There have been a few slight 
changes in prices, which are generally 
lower all around. 


Jobbers are now quoting the smaller trade 
as follows: Ready mixed paint, $3.25 per 
gal.; standard grade linseed oil, 86c. per 
gal.. and white lead, $11.50 per 100 Ib. 

Stucco 4-in. brushes remain at $4 each at 
retail; putty is now quoted at $1 for 12%- 
Ib., $1.90 for 25 lb.; sandpaper remains at 
30-10 per cent off list; prices on shellac are 
lower, the cheaper grades being quoted at 
$2.75 per gal.; medium grades, $3.25 and the 
*igher grades, $3.75 per gal. No changes 
were made in plate and window glass 

Plate glass, less than 5 sq. ft., is 78 per 
cent off; over 5 sq. ft., 80 per cent off. 
Window glass, single strength, A and B, 
is 82 per cent off list; double strength, A, 
is $3 per cent off, and double strength, B, 
5 per cent off list. Standard grades of 
varnish, inside finish, are $3.15 per gal., 
and for outside finish, $4.20 per gal. 


Poultry Netting.—New prices for this 
fall and next year show a reduction of 
at least 10 per cent or more. The new 
discount on after weaving netting is 50 
per cent off list, and on before weaving, 
50 and 10 per cent off list. 

Oil Cans.—Some makers have made 
slight readjustments in prices on oil 
cans, and which show a few unimpor- 
tant reductions on some sizes. 

Screen Doors. — Prices on _ screen 
doors for 1922 delivery are likely to 
come out any day now, and are ex- 
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pected to show reductions of from 15 to 
20 per cent over prices in effect this 
year. 

Scythes.—All makers have announced 
the new prices for next year, and which 
show a reduction of about $3 per doz. 
over prices in effect this year. 

Skates.—Prospects and predictions of 
a very cold winter are having their in- 
fluence in increasing sales of ice skates, 
the demand for which is already quite 
heavy. Prices are reported as holding 
quite firm. Jobbers are quoting from 
stock about as follows, f.o.b. Pitts- 
burgh: 


Men’s and boys’ key clamp rocker, best 
steel runners, bright finish, 9le. per pair; 
men's and boys’ key clamp rocker, steel 
runners, nickel plated, $1.18 per pair; men’s 
and boys’ key clamp hockey, polished cast 
steel runners, $1.24 per pair; children’s ex- 


tension,’ 55c. per pair; women’s and girls’ 
half key clamp rocker, $1.15 per pair: 
women’s and girls’ half key hockey, $1.51 


per pair. 

Sheets.—Reports are that the lower 
prices on all grades of sheets as given in 
our report of last week are not being 
strictly held, but are shaded on good or- 
ders. The new demand for sheets, es- 
pecially from the automobile builders, 
is better than for some months, and the 
sheet mills as a rule are running now 
to about 50 per cent of normal capacity. 
The demand for electrical sheets is also 
reported to be much better, and mills 
that roll electrical sheets have a good 
deal of work ahead. Jobbers now quote 
to their trade in small lots about as fol- 
lows: 

Blue annealed sheets, 
28 gage Bessemer black sheets, 3c. to 
and No. 28 gage galvanized. 4c. to 
prices depending largely on the size 
order. 

Steel Goods.—At least one maker has 
reduced prices about 10 per cent on 
hoes, rakes, garden cultivators and 
other goods. An extra discount of 5 
per cent over the regular prices is of- 
fered on all orders placed prior to Octo- 


2 50c. to 2.75c.; 
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ber 15. The result is that a good many 
orders have already been placed by job- 
bers who desire to secure this conces- 
sion in the regular prices. 


Wire Cloth.—The new prices on wire 
cloth for the 1922 trade have not yet 
been given out, but will be announced 
in a few days. The expected reduc- 
tions in prices range from $1.95 to 
$2.10 per 100 sq. ft. for No. 12 mesh. 

Wire Products.—New orders for wire 


nails are Jarger and more numerous 
than for wire, and prices are ruling 
strong. It is said that the regular 


price of $2.75 base on wire nails is not 
being shaded, but on wire reports are 
that in some cases prices are being 
shaded to the large trade from $1 to $2 
per ton. The American Steel & Wire 
Co. has notified its trade that until fur- 
ther notice it will guarantee prices on 
field against decline. 

Jobbers quote from stock, to the re- 
tail trade, as follows: 


Wire nails, $3.10 base per galvan- 
ized, 1 in. and longer, including large-head 
barbed roofing nails, taking advance 
over this price of $1.25 and shorter than 1 
in., $1.75; bright Bessemer and basic wire, 
$2.75 per 100 lb.; annealed fence wire, Nos. 


6 to 9, $2.75; galvanized wire, $3.35; galvan- 
ized barbed wire, $3.75; galvanized fence 
staples, $3.75; painted barbed wire, $3.25; 
polished fence staples, $3.15; cement-coated 
nails, per count keg, $2.70; these prices 
being subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days, 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 
to 69% per cent for 1000-rod lots, and 66 
to 68% per cent for small lots, f.o b. Pitts- 
burgh. 


Ventilators. — Prices on the Conti- 
nental wire cloth ventilators have been 
reduced about 20 per cent. Jobbers 
now quote from stock as follows: No. 
92, $5, per doz.; No. 93, $5.50; No. 94, 
$6.80; No. 96, $7.80; No. 153, $7.20; No. 
154, $8.65 per doz. It is expected these 
cuts in prices will greatly increase 
sales. 
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Office of HARDWARE AGE. 
604 Mercantile Library Bldg., 
Cincinnati, Ohio, Sept. 10. 
7 HERE are plenty of evidences that 
the hardware business is due for a 
prosperous season. The first few days 
of September have brought in some 
very nice orders and the tendency on the 
part of dealers is to buy in larger 
quantities for their future require- 
ments. The demand for seasonable 
goods is attaining some proportions. 
Business is not confined to any par- 
ticular items, but the general line is 
moving very nicely. It is a matter of 
interest, however, that nails and wire 
products show a tremendously increased 
activity within the past two weeks. 
Builders’ hardware, too, has taken quite 
a spurt, and while this is not expected 
to be maintained, jobbers look for a 
good business for the next two months 
at least. 
It may seem an absurdity when the 
general condition of business is con- 
sidered to say that the month of Aug- 


ust this year was ahead of last year in 
dollars and cents, as recorded by the 
sales of a number of leading jobbers 
and dealers. Such is the case, however, 
and in one instance the increase in 
sales, despite an average decline of ap- 
proximately 20 per cent in prices, runs 
about 25 per cent over the same period 
last year. By this it will be seen that 
the volume of business is very much 
greater. 

In the accessories branch business is 
holding up nicely, and, compared with 
the month of June, is 50 per cent 
greater. A feature of the accessory 
business is the large volume of sales 
of touring accessories; such as tire car- 
riers, luggage carriers, tool boxes, and 
camping outfits. 

There have been a number of price 
changes made during the past week, 
but the number is few by comparison 
with some of the previous weeks. As 
an evidence of the strengthened posi- 
tion of the cotton market a sharp ad- 
vance is recorded in the price of sash 
cord. Jobbers with salesmen traveling 
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in the South report conditions there as 
showing some improvement. 

Aluminum Ware.—Practically all the 
manufacturers of aluminum ware have 
made a reduction in prices within the 
past fortnight. The reductions range 
from 10 to 15 per cent, but have not 
been tabulated by local jobbers, so it is 
impossible at this time to quote the new 
prices. Sales are holding up well. 

Axes.—Continued increase in fall 
orders is noted. The size of the orders 
is also increasing, and taken altogether, 
the prospects are good for a nice busi- 
ness in this item. Prices are un- 


changed. 

Jobbers quote. 314% Ib. single bitted, un- 
handled axes, $14 per doz.; 3% Ib. double 
bitted, unhandled axes, $19 per doz. 


Automobile Accessories.—A local job- 
ber reports the month of August as 
running 50 per cent ahead of the same 
month last year. The increase in busi- 
ness is partially accounted for by the 
fact that there was a tremendous de- 
mand for headlight lenses during the 
month. Another feature of the sales 
was the number of touring accessories 
disposed of. Tires are also moving very 
well. There have been a number of 
minor price changes during the month, 
but on the whole prices are being firmly 
maintained. One of the leading job- 
bers reports that the prospects for the 
future are good. He is making a de- 
termined campaign to interest hard- 
ware dealers in the accessories game 
and his efforts are meeting with much 
success, as is evidenced by the number 
of new accounts opened during the 
month, 


Bale Ties.—Interest in this item is 
still being maintained and sales are 
being made right along. There have 
been no further price changes and job- 
bers continue to quote: 


9% ft., 14 ga., bale ties, $1.55 per bundle; 
$4 ft., 15 ga.. $1.30 per bundle. 


Builders’ Hardware.—Jobbers report 
a big spurt in builders’ hardware dur- 
ing the past two weeks. Lower prices 
combined with the depleting state of 
dealers’ stocks, accounts for part of the 
increase. The building situation at the 
present time is fair, though not what 
it should be to properly take care of the 
population of a city of this size. The 
signs indicate, however, that next spring 
will see a tremendous amount of new 
building started. 


Bolts and Nuts.—Some jobbers re- 
port a slightly increased demand for 
bolts and nuts. Resumption of manu- 
facturing activities in some lines, fol- 
lowing the summer vacations, no doubt, 
accounts for the increased activity. 
There are rumors that some manufac- 
turers have made price reductions of 
approximately 10 per cent on bolts and 
nuts, but these are lacking in confirma- 
tion. The market is erratic, however, 
and there are any number of quota- 
tions being made. Jobbers, however, 
have not changed prices and quote: 


Machine bolts. small size 60. 10, 10 and 5 
off; large sizes, 60 and 10 off. Carriage 
bolts, small sizes, 60, 10 and 5 off: large 
sizes, 50, 10 and 7% off. Semi-finished 
nuts, small sizes, 70 and 16 off; larger 
sizes, 65 and 10 off. ; 
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Drills.—There is only a fair demand 
for high-speed and carbon drills. A 
slight improvement, however, over the 
previous fortnight is noted and jobbers 
are confident that a steady increase will 
be witnessed from now on. Prices are 
unchanged. Jobbers quote: 

Carbon drills, 50 and 5 off. High speed 
drills, 10 and 5 off. 

Eaves Trough and Conductor Pipe.— 
Sales continue good and _ jobbers 
handling this item are well pleased 
with the prospects for the future. It 
is reported that a price reduction will 
shortly be made but no confirmation of 
this report can be had at this writing. 

Jobbers quote, 28 ga., 5 in. eaves trough, 
$4.75 per 100 ft.; 28 ga., 3 in. corrugated 
conductor pipe, $4.75 per 100 ft.; 3 in. cor- 
rugated conductor elbows, $1.73 per doz. 

Files.—There is a slightly improved 
demand for files. Orders from dealers 
are also increasing, being stimulated, 
no doubt, by the recent price reductions. 

Jobbers quote all makes of files at 65 and 
10 off list. 

Flash Lights.—Jobbers report a tre- 
mendous demand for flash lights for fall 
delivery. As one jobber puts it, no other 
word but tremendous can adequately de- 
scribe the volume of business coming 
in. There have been no price changes 
made recently and none are in contem- 
plation, according to people usually in 
close touch with the manufacturers. 


Galvanized Ware—Some price re- 
ductions have been made since last re- 
ported. These apply more particularly 
to galvanized tubs. Pails and oil cans 
remain unchanged. The demand shows 
signs of increasing. Jobbers quote: 

Galvanized pails, 10 qt., $2.25 per doz.; 
12 qt, $2.59: 14 qt., $2 85: 16 qt., $3.25. Gal- 
vanized tubs, No. 0, $5.25; No. 1, $6; No. 2, 
$6.25; No. 3, $8.45. 

Glass.—The improvement, while not 
spectacular, is steady. Jobbers’ stocks 
are getting pretty well broken. The re- 
cent settlement of the wage scale, how- 
ever, will result in a number of fac- 
tories resuming operations about the 
last of September. Prices are steady 
and unchanged. Jobbers quote: 


Window glass, single strehgth A, 81 per 
cent discount; double strength A, 83 per 
cent discount. Plate glass, 85 per cent 
discount. 


Nails.—There has been a big increase 
in the demand for wire nails during 
the past two weeks. Stocks are in good 
shape and the reported shading of prices 
apparently has no foundation. Mills are 
still quoting $2.75 per keg, base, Pitts- 
burgh. Local quotations are unchanged. 


Jobbers quote, common wire nails, $3.25 
per keg. 


Paints and Oils.—The customary sum- 
mer dullness has apparently been dis- 
sipated, as jobbers report business 
steadily on the increase. The market 
on linseed oil and turpentine is also 
showing a firmer tendency and while 
prices are unchanged, persistent rumors 
are heard that an advance will shortly 
be recorded. 





Jobbers quote, ready mixed house paints, 
$2.60 per gal. Linseed oil in carload lots, 
80c. per gal. Turpentine in carlond lots, 
65c per gal. White and red lead, 12°. per Ib. 


Sheets—A_ reduction of approxi- 
mately $10.00 per ton has been made in 
the price of black and galvanized sheets 
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following recent price reductions made 
by the mills. There is a fair demand 
for galvanized sheets, but black sheets 
are quiet. 

Jobbers quote, 28 ga. black sheets, 4.25¢. 
per lb.; 28 ga. galvanized, 5.25c. per Ib. 

Sash Cord. — Manufacturers of sash 
cord have advanced their prices 3c. per 
Ib. and local jobbers have changed their 
prices accordingly. 

No. 7, braided, is now quoted at 3lc. 
per Ib. 

Screws.—The demand is only fair. 
Prices show no change, but reports are 
heard that a further reduction will 
shortly be made. 


Jobbers quote, machine screws, all sizes, 
75 and 10 off; cap screws, 55 and 1% off; 
set screws, 60 and 10 off; coach screws, 60 
and 10 off; wood screws, 77% and 20 off. 


Stoves and Stove Board.—Increasing 
interest is being shown in both these 
items, but the weather recently has not 
been of a nature to create a demand 
for merchandise of this kind. Jobbers 
and dealers are well stocked to take 
care of all demands. 


Stove Pipe.—This is one item which 
jobbers expect will be a good seller this 
fall. There was some difficulty last 
year in securing sufficient stock to take 
care of the demand, but this condition 
will not be repeated this year as stocks 
are in good shape. Prices are un: 
changed. 

Jobbers quote, stove pipe, 6 in., 17c. per 
joint; 7 in., 20c. per joint; stove pipe 
elbows, 6 in., $1.65 per doz.; 7 im., $2.25 
per doz. 

Wire Products.—The demand for both 
plain and barbed wire is heavy at the 
present time. An indication of the vol- 
ume of business done in wire and wire 
products this year is the fact that a 
jobber with a late shipment of wire 
cloth is again completely out. This 
item this summer showed a tremendous 
increase over previous seasons. Some 
time ago local jobbers received an inti- 
mation that new prices on wire cloth 
and poultry netting would be effective 
for next season’s trade. The new prices 
have not as yet been received, and there 
is some speculation as to what the re- 
duction will amount to. 

Jobbers quote, black painted wire cloth, 
12-mesh, $2.35 per 100 sq. ft. Poultry net- 
ting, galvanized before and after weaving, 
60 per cent off; No. 9 annealed wire, $3 per 
100 1b.; 2-pt. cattle wire, $3.25 per spool; 
2-pt. hog wire, $3.45: 4-pt. cattle wire, 
$3.45; 4-pt. hog wire, $3.70. American spe- 
cial cattle wire, $2.50; American special 
hog wire, $2.75. 

Wheelbarrows. — A Pennsylvania 
manufacturer of wheelbarrows has re- 
duced prices on the steel tray barrows 
25c. each. The new price will be $5.75. 
The demand continues good and jobbers’ 
stocks are again in poor condition. 


Wringers.—Manufacturers of wring- 
ers have reduced their prices approxi- 
mately $3.00 per doz. and local job- 
bers are putting these into effect at 
once. 


Glass Jobbers’ Conference 


The Western Glass Jobbers’ Associa- 
tion will hold a fall conference in Chi- 
cago, Sept. 13 and 14. Headquarters 
will be at the Congress Hotel. 
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3725 Colfax Ave. S., 
Minneapolis, Minn., 


Sept. 12, 1921. 


pag business in general is bet- 
ter than it was during the sum- 
mer, the improvement is as yet slight. 
A fair fall and winter business is ex- 
pected, but there will probably not be 
a normal volume of business until next 
spring. While the farm crops have 
turned out very good, the farmers will 
have to use the greater portion of their 
returns to liquidate loans made to them 
by bankers and others. Many of these 
loans were carried over from last year 
and bankers are insisting on liquida- 
tion of at least a portion. It has been 
reported that in some instances bank- 
ers have stationed men at elevators to 
see that the farmer meets a portion 
of his obligation to them. Conse- 
quently the farmer who has indebted- 
ness will not be in a position to spend 
very much money this fall. 

Dealers of automobile supplies and 
accessories report doing a better vol- 
ume of business than earlier in the 
year. This is especially true in the 
supplies needed for repairs. Tires are 
also selling quite freely. 

Jobbers report that dealers are still 
slow to buy their fall requirements of 
seasonable goods, but feel that this is 
the safest policy for the small dealer 
to pursue. Jobbers have likewise 
bought only for a fair volume of fall 
business. 

There does not seem to be much pos- 
sibility of improvement in manufactur- 
ing conditions during the balance of 
this year. 

There have been no price changes of 
importance since the last report. 

Builders’ Hardware.—The improve- 
ment in the sales of builders’ hard- 
ware continues and a very nice volume 
of business is being done in the Twin 
Cities. It is also reported that there is 
some improvement in building condi- 
tions over the Northwestern states. 
There is a continued increase in the 
number of building permits being taken 
out, which is now far ahead of any pre- 
vious year. 

Axes.—There is very little sale for 
axes as yet. Jobbers are now getting 
in their fall stocks. Prices show no 
change since last report. 

We 
Single 
weights 

Brads.—A very nice 
ness is being done in brads, although 
individual orders are small. Jobbers’ 
stocks are ample. Prices remain as last 
quoted. 

We quote from local jobbers’ stocks: 
Brads in bulk, 70-10 per cent; in packages, 

) per cent. 


Bolts.—While the demand for bolts 
is a little better than early in the sum- 
mer, the amount of sales is very un- 
satisfactory. There is some encourage- 
ment in the fact that railway compa- 
nies are coming into the market. Job- 
bers’ stocks are ample. Prices show no 
change. 


jobbers’ stocks: 
bit, $19.50; base 


local 
double 


evote from 
bit. $14.50; 


volume of busi- 
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We quote from local jobbers’ stocks: 
Small carriage bolts, 50-10 per cent; large 
carriage bolts, 50 per cent; small machine 
bolts, 60-6 per cent; large machine bolts, 
55 per cent; stove bolts, 75 per cent; lag 
screws, 60 per cent. 

Coal Hods.—While no retail sales 
have developed as yet, it is only a mat- 
ter of three or four weeks when it will, 
and dealers should be getting their 
stocks in shape. Jobbers have a fair 
stock. Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
Japanned open, 17-in., $4.40; 18-in., $4.90; 
japanned funnel, 17-in., $5.55; 18-in., $6.10; 
galvanized open, 17-in., $6.65; 18-in., $7.35: 
galvanized funnel, 17-in., $8.35; 18-in., $9 
per doz. 

Eaves Trough Conductor Pipe and 
Elbows.—There is a very good demand 
for this entire line, as most of the new 
construction work in this territory has 
been for private homes which require 
these items. Jobbers’ stocks are ample. 
Prices remain as last. 

We quote from local jobbers’ stocks: 
Eaves trough, 28-gage, 5-in., lap joint, sin- 
gle bead, $4.50 per 100 ft.; 3-in. conductor 
pipe, 28 gage, corrugated, $4.50 per 100 ft.; 
elbows, 3-in., corrugated, $1.63 per doz. 

Files.—There is a slightly better de- 
mand for files than earlier in the sea- 
son. Jobbers’ stocks are ample. 

We quote 
Nicholson 
per cent; 





from local jobbers’ stocks: 
files, 60 per cent; Arcade, 60-5 
Riverside, 50-10-5 per cent. 

Galvanized Ware.—Sales continue 
only of fair volume, despite the fact 
that prices are much lower than early 
in the spring. Jobbers’ stocks are fair. 
Prices remain as last quoted. 


We quote 
Standard No. 


from local jobbers’ stocks: 
1 galvanized tubs, $6.70 per 
loz.; standard No. 2, $7.55 per doz.; 
standard No. 3, $8.80 per doz.; heavy gal- 
vanized No. 1, $18 per doz.; No. 2, $20.50 
per doz.; No. 3, $22.80 per doz.; standard 
10-qt. galvanized pails, 2.35 per doz.; 
standard 12-qt., $2.60 per doz.; standard 14- 
qt.. $2.90 per doz.; 16-qt., galvanized stock 
pails, $4.50 per doz.; 19-qt., $5.10 per doz. 
Glass and Putty.—There is now be- 
ginning to be a little retail interest 
being shown in this line. Sales will not 
develop any volume until about Oct. 
1. Jobbers’ stocks are in good condi- 


tion. Prices show no change. 


We quote from local jobbers’ stocks: 
Single strength glass, 80 per cent; double 
strength glass, 82 per cent from standard 


lists. Commercial putty in bladders, $4.10 


per cwt. 

Lanterns.—Retail sales are beginning 
to improve and should continue to do 
so for the next two or three months. 
Jobbers’ stocks are in good condition 
and prices remain as last quoted. 

We quote 
Tubular long globe, 


short globe, $13 per 
$17.60 per doz. 

Nails.—The demand 
mains good and quite 
stocks plentiful. Prices remain as last. 

We quote from local jobbers’ 
Bright wire nails, $3.85 base; cement coated 
nails, $3.25 base. 

Oil Heaters.—Sales in this line 
should open up shortly, as the even- 
ings are beginning to be cool and it is 
a line used mostly for temporary heat- 
ing early in the fall. Jobbers’ stocks 
are ample. Prices remain as last. 

We quote from 
Japanned polished steel, 3-qt. capacity 
$4.10 each: nickeled polished steel, 4-qt 
capacity, $5 each; blue enameled body, 4-qt. 
capacity, $7.50 each. 


from local jobbers’ stocks: 


$13 per doz.: tubular 
doz.; tubular dash, 


for nails re- 
steady, with 


stocks 


local jobbers’ stocks 
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Paper.—The sale of building papers 












of various kinds remains very satis- 
factory. Jobbers’ stocks are ample. 
Prices show no change. 

_We quote from local jobbers’ stocks: 
No. 2 tarred felt, $2.95; threaded felt, 
$1.78; slaters felt, $1.39; No. 20 red rosin, 
4c. per roll; No red rosin, 57c. per roll; 
No. 30 red rosin, 70e. per roll. 


Registers.—The demand ’for cast reg- 
isters is very small, and no large 
amount of business is expected in this 


line. There is usually some demand 
early in the fall for small registers 
used in heating of automobiles from 
the exhaus ystem, and there will 
probably be a fair volume of sales of 
these sizes. Jobbers’ stocks are am- 
ple. Prices as last. 

We quote from local jobbers’ stocks: 
Cast steel regi 0 per cent from 


standard price li 

Rope.—The demand for rope is some- 
what better in line with generally im- 
proved sales, but the total volume is 
not large. Prices remain as last. 


We quote from lo »bbers’ stocks: 
Pure manila rope, 174c. per lb. base; pure 
sisal rope, 14%c. per |b. bass 

Sandpaper.—There is a very fair 


volume of business being done in this 
line due to the large amount of con- 
struction work. Jobbers’ stocks are 
ample and prices show no change. 

We quote from local jobbers’ stocks 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 Gar- 
net paper at $15 per ream. 

Sash Cord.—There is a very good de- 
mand for sash cord of various grades, 
and there should be a good volume of 
business done in this item throughout 


the fall. Jobbers’ stocks are ample. 
Prices remain as last. 

We quote from local jobbers’ stocks 
Silver Lake No. 8, 58c. per Ib.; ordinary 
branded sash cord No, 8, 33c. per Ib. 

Sash Weights.—Sales of sash 


weights continue to be very satisfac- 


tory and are showing improvement. 
Stocks are readily obtainable. Prices 
remain as last. 

We quote from local jobbers’ stocks 


$2.50 per cwt 
Screws.—There is considerable im- 
provement in the retail demand for 
screws. This is attributed to the fact 
that buildings under construction are 
now having the hardware installed and 
the electric wiring. One dealer reports 
selling about twice the volume to the 
electric trade as was the case a few 
weeks ago. Prices remain firm. 
We quote from local jobbers’ 
Flat head bright screws, 80 per cent; 


stocks 


round 


head blued screws, 75 per cent; flat head 
japanned screws, 70 per cent; flat head 
brass screws, 72% per cent: round head 


brass screws, 70 per cent 

Snow Shovels and Sidewalk Scrapers. 
—There is no retail demand as yet, 
but dealers are beginning to place or- 
ders for their fall stocks. This, of 
course, is only true of the small dealer, 
as the large dealers usually place their 
orders early in the summer. Prices as 


last. 

We quote from local jobbers’ stocks 
Wood, straight handle, $5.75 per doz.: ste 
blade, straight handle. $4.75 galvanized 
steel blade, D handle, $14.40 per doz.; ste¢ 
sidewalk scrapers, $4.10 per doz 


Solder.—The demand for solders © 


all kinds continues to be very du 
Prices show no change. 
We quote from local jobbers’ stocks 
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Half and half solder, 22c. per Ib. 

Steel Sheets.—There is very little in- 
terest being shown in steel sheets, al- 
though galvanized sheets for roofing 
and siding show some improvement. 
Stocks are ample for the demand. 
Prices remain as last. 

We quote from local jobbers’ stocks: 
28-gage black sheets, $4.50 per cwt.; 28-gage 
galvanized sheets, $5.50 per cwt. 

Steel Traps.—No retail demand has 
developed as yet and probably will not 
for several weeks. Jobbers’ stocks are 
in good condition. Prices remain as 
last. 

We quote from local jobbers’ stocks 
in dozen lots: Victor No. 0, $1.71; No. 1, 
$2.01; No. 1%, $3.05; No. 2, $4.21; New- 
house No. 0, $4.75; No. 1, $5.62; No. 1%, 
$8.50: No. 2, $12.56. 

Stove Goods.—No retail demand has 
developed as yet, as it is a little early 
in the season. Demand comes sudden- 
ly with the first cold spell, and dealers 
should be getting stocks in shape for 
reasonable demand. Prices remain as 
last quoted. 

We quote from local jobbers’ stocks: 
Stove boards, crystallized, 28 x 28, $17 per 
doz.; 30 x 30, $19.10 per doz.; 36 x 36, $27.50 
per doz.; stove pipe, uniform blued, 28-gage, 
6-in., $14.40 per crate of 100 knocked down; 
elbows, 6-in., common corrugated, $1.56 per 
doz.; 6-in. adjustable, charcoal iron, $2.05 
per doz.; dampers, cast iron, wood handle, 
or coil handle, 6-in., $1.50 per doz.; stove 
shovels, japanned, 15-in., 80c. per doz.; 
japanned Jumbo, 21%-in., $1.85 per doz.; 
japanned Jumbo Junior, 14-in., 90c. per doz. 

Tin Plate——There is somewhat bet- 
ter demand for roofing tin, but other- 
wise there is no improvement. Job- 
bers’ stocks are ample to meet demand 
such as it is. 

We quote from local jobbers’ stocks: 
Furnace *oke, ICL, 20 x 28, $14.15; roofing 
tin, IC, 20 x 28, 8-lb. coating, $14.50 per box. 

Washers.—The demand for washers 
is of very small volume. Prices show 
no change. 

We quote from local jobbers’ stocks: 
Wm -in. wrought steel washers, $6.45 per ewt.; 
l-in. wrought steel, $6 per cwt. 

Weatherstrip.— The weather soon 
will be seasonable for this line, and 
with the high price of fuel there should 
be at least a normal volume of sales. 
Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
Wood and felt, %-in., $2.10 per 100 ft.; 
%-in., 2.10 per 100 ft.; 1l-in., $2.85 per 
100 ft. 

Wheelbarrows.—There is a fair vol- 
ume of sales for construction purposes, 
but as the bulk of demand is from man- 
ufacturing plants the total volume is 
not large. Prices remain as last. 

We quote from local jobbers’ stocks: 
Wood stave fully bolted, $36 per doz.; No. 1 
tubular steel, $7 each; No. 1 garden, $5.40 
each. 

Wire.—The demand for wire remains 
only of fair volume. Stocks are read- 
ily obtainable. Prices remain as last 
quoted. 


We quiote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80 rod spools, 
$3.30; galvanized cattle wire, $3.66: painted 
hog wire, $3.47; galvanized hog wire, $3.91; 
plain black annealed fence wire, No. 9, 
$3.60; plain galvanized annealed, No. 9, 
$4.10 


Winchester Annual Meeting 


The second annual meeting of the 
Winchester Club of New England 
was held at the American House, 
Boston, Sept. 6 and 7, with 125 men 
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MAKING HISTORY 

That is what will happen 
when the three big conven- 
tions are held at Atlantic 
City from Oct. 17 to 22. The 
accessories exhibit alone will 
be the biggest ever held any- 
where. It will be on the 
Million Dollar Pier. 
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and twenty wives attending. A ban- 
quet was held on the evening of the 
first day. The balance of the time 
was spent in discussing experiences 
and problems of 1920-1921. The 
question of selling expense occupied 
most of the time devoted to the ques- 
tion box. Most dealers stated they 
were planning to increase volume of 
sales rather than reduce wages. A. 
J. Osborne, Holyoke, Mass., presi- 
dent, presided at a majority of the 
meetings. 

Among those who delivered ad- 
dresses were: Charles T. Woodward, 
president of the National Winchester 
Club; J. H. Stewart, Middlebury, 
Vt.; A. H. LaFontaine, Springfield, 
Vt.; George L. Gaibel, Greenwich, 
Conn.; George D. Lyford, Torring- 
ton, Conn.; A. C. Lamson, Marlboro, 
Mass.; S. W. Robinson, Hudson, 
Mass.; Will Jordan, Willimantic, 
Conn.; Lewis Anderson, Stockholm, 
Me.; R. L. Streeter, Holyoke, Mass. ; 
W. B. Pilisbury, Rumford, Me.; W. 
S. Ames, Putnam, Conn.; R. E. 
Faulker, Palmer, Mass.; F. F. Shep- 
ard, Westfield, Mass.; Archie Forbes, 
Easthampton, Mass.; John E. Otter- 
son, president Winchester Repeating 
Arms Co. and other officials of the 
Winchester Co. 

Officers elected for the ensuing 
year were: George D. Lyford, The 
Lyford Hardware-Sporting Goods 
Co., Torrington, Conn., president; 
E. P. Reed, Rockland, Mass., first 
vice-president; D. Cowles, Robbins & 
Cowles, Brattleboro, Vt., second vice- 
president; W. B. Pillsbury, Clough & 
Pillsbury, Rumford, Me., third vice- 
president, and A. D. Morgan, South 
Norwalk, Conn., secretary-treasurer. 


Catalog 11 has been issued recently 
by Hoeft & Co., Chicago. It covers the 
complete line of Moe’s Poultry Sup- 
plies and a few extra hardware spe- 
cialties that the company distributes. 


Metals Casting Company of America 
is now in full operation at its new plant, 
495-497 North Third Street, Philadel- 
phia. 
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Paint Question Box 

(Continued from page 65) 
him purchase liquid wood filler for 
his first coat and apply a high-grade 
floor varnish over that. You took 
his money under false pretences, 
The liquid filler was brittle, cracked 
beneath the varnish, and the varnish 
and all came off. You could have 
taken the time to explain to him 
that there is only one way to build 
up a pine floor, and that is with one 

coat of varnish over another. 

The woman that bought the paint 
for the kitchen came back the fol- 
lowing week and made a complaint 
that her kitchen walls were not dry 
yet. “They are all sticky. What's 
the matter with them?” When she 
told you that she was going to paint 
the kitchen, you could have given 
her instruction and told her that the 
condensation from steam and grease 
arising in the kitchen made a skim- 
coat on the walls; that the walls are 
not necessarily dirty-looking, but 
the grease is there. They should 
have been thoroughly cleansed, with 
a soap solution and clear water, be- 
fore they were painted. The paint 
never will dry. There is only one 
remedy. Give them a heavy coat 
of shellac to paint over again. 

It’s just such things as these that 
we wish to get into this Question 
Page and make it interesting. It is 
entirely up to our readers to make it 
so. If we need more than a page, 
the editors will give us all the space 
we can use. They know it’s going 
to be a paying proposition to ». of 
you. When you wish to collect a bad 
bill, you go to a lawyer or collection 
agency. When you are sick, you go 
to a doctor. Why not stand out in 
the same way in your own locality as 
a paint expert—one that can be 
asked any question and have an an- 
swer for it. We may get stumped 
from time to time; but we are going 
to have the proper answer for you in 
each month’s paint issue. Be good 
to us. Write to us often. Tell us 
your trouble, and we may be able to 
help you put across a much larger 
volume of paint business. 


August Business Good 


Reports made public recently by the 
Reo Motor Car Co., and the Studebaker 
Corporation the August business of 
both firms showed a marked improve- 
ment. August of this year was re- 
ported to be the third largest produc- 
tion month in the company history. 
The concern shipped more than 3000 
ears during the month. The Stude- 
baker Corporation is reported to have 
shipped 8642 cars. 





